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In Playing for Luck... When Stocking 


Oak Flooring, THAT IS! 


EVEN holding the clover in your fingers when giving your 


order won't insure quaiity in unbranded oak flooring 


from anywhere. 


<ICK-BACKS on sub-standard stock can cost you 


dollars, complaints, reputation, loss of good will, far beyond the 


little extra you pay for flooring of known quality. 


VV HY GAMBLE? Instead, play safe. Buy Royal Oak Flooring, 


registered trade-mark is stamped on every piece and every 
bundle . . 
responsibility that assures you flooring 


of royal quality in every order shipped. 


Fordyce Lumber Company 
FORDYCE, ARKANSAS 


famed product of this pioneer producer, whose 


. the mark of high standards; the pledge of 
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do for you 
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Color-market moldings save time; an old coal bin is turned into 
a shingle display; a built-in lumber pile step ladder—these are 
practical operating hints in effect at the Kennedy Lumber Co., 
Trenton, N. J. 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


|—Organization of an integrated and articulate construction industry which will 
provide more and beiter building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. 
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AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER. Published every other week by American Lumberman, Inc.— 
Established 1873 — Office of Publication, 189 North Clark Street, Chicago 2, Il Entered as second-class matter Oct. 2, 1946 at the Post 


Office it Chicago, Illinois, under the Act of March 3, 1879. 
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Available now! The new wire screening, made from ALCOA , . pel 
‘ b> ; : NEWAIclad Aluminum Wire Screening is Tl 
AtcLtap ALumiINum. It can’t red-rust. Will never stain Ss iiliaits tenll f ss 
light-colored paint or masonry. It’s tough! Strong! Made ST iy SNES SR STRIPE EES: we 
by the same Alclad process that produces the metal Cyclone Fence Div. (American Steel & Wire Co.) 
now used in commercial and military planes, where top American Wire Fabrics Corporation 1 
corrosion resistance combined with maximum strength a bait ——™ se 
" ‘ eilig Bros. Company, Inc. 
is SO Important. . , fe 
: : : . The C. O. Jelliff Manufacturing Corp. 
It’s nationally advertised! With color ads in Better Keystone Wire Cloth Company 
Homes & Gardens, American Home and Holland’s, New York Wire Cloth Company y 
reaching over 6,400,000 readers. Pacific Wire Products Company, Inc. pe 
Backed by free promotional material, too! Window . i Inc. ty 
streamers, newspaper mats and folders are yours for the — sent fie Pa: seed — si 
asking. For complete information fill in the coupon below. Reynolds Wire Company 
Don’t be late! Get set to tie-in with this “screen time” Wickwire Brothers, Inc. L 
promotion that means added profits for you. Contact Woven Wire Fabrics Div., John A. fi 
your supplier—order Aluminum Wire Screening today. ES Seer ae. 
S 
OS SOS SSS SVS D SS BSVVOESSG \ FROM a nv 
! Gentlemen: l ——— oe | , 
' : 
_ Please send me information about your free promotional A oF: a C 
+4 material on aluminum screening. ' a 
+H Name HH ALCLAD ALUMINUM  w... ime 
+4 8 
i Sia HH petttt | 7 
+h This tag identifies wire screening made of Alcoa Alclad Aluminum. b 
+ City State. Look for it on the screening you buy. Your customers will. a 


A.uminum Company oF America, 1418A Gulf Bidg., Pittsburgh 19, Po. 
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Hews Briefs for the Susy Reader 


Markets generally are remaining firm. Winter has slowed production in 
western lumber regions. Fourth quarter orders for_ northern hardwood 
flooring showed a big gain over the same quarter a year ago. For com- 
plete markets and prices see pages 10, 12 and 14. 


Rural non-farm housing accounted for 44 percent of house starts in 
1948-49. Rural non-farm units accounted for only 20 percent of the starts 
in 1925. 





Weyerhaeuser Timber company has offered hourly employes a company 
financed pension plan “comparable to the Big Steel plans.” A company 
spokesman noted that small operators with a limited supply of timber 
ahead “would find it difficult to offer hourly paid employes such a pension.” 





Congress is asked to create a bank for the purpose of financing co-operative 
and other non-profit housing projects; primarily for the benefit of middle- 
income families. 





Bipartisan opposition, led by Senator Douglas of Illinois, developed against 
this housing proposal immediately. Douglas asked also for a cut of 
$800,000,000 in the funds proposed for the RFC in buying mortgages from 
private lenders. 





The RFC is said to worry especially over the Lustron loan of thirty-seven 
and a half millions. A Congressional probe into the status of that prefabri- 
cating corporation is possible. 





The Housing and Home Finance Agency has issued a booklet, first of a 
series, explaining the economies of modular co-ordination in construction; 
fewer odd sizes, smaller inventories and the like. 


TLE 


Housing Administrator Woods will try for extension of rent control; using 
statistics to show that 40 percent of all rents rose by 25 percent when con- 
trols were removed. There may be some skeleton provision to check exces- 
sive increases. 





Little likelihood of tax increases, except possibly in the estate and gift 
fields to offset reductions in excise taxes. 


Soci) security may be increased to bring old age benefits to about $50 a 


monih, which is roughly twice the earlier figures. Unemployment com- 
pensation isn’t likely to be expanded. 


_—— 


Consress at present has no intention of repealing the Taft-Hartley law 
anc orobably will not authorize even a trial run of the Brannan Farm Plan. 





Th: St. Lawrence and the Columbia Valley projects will not be authorized 
by “vis Congress. The Point Four Program will receive some small initial 
ap; opriations and limited investment guaranties. The first step. 
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NEW PRODUCTS AT 
BUILDERS' SHOW 
Dealer visitors at NAHB meet 
will find many new materials 


AN unprecedented opportunity 
to see the latest developments in 
building materials and equipment 
awaits visitors and delegates to the 
Annual Convention and Exposition 
of the National Association of 
Home Building in Chicago, Febru- 
ary 19-23. 

More than 600 different products 
used in home building will be 
shown in the elaborately staged Ex- 





The show in 


largest 
NAHB history, it will fill the big 
exhibit halls of both the Stevens 


position. 


and Congress Hotels. Convention- 
Exposition Director Paul S. Van 
Auken has disclosed that over 40 
percent of the Exposition will be 
devoted to products which are 
either entirely new, very recently 
improved or are nationally avail- 
able for the first time. 

An unusually interesting group 
of about 25 new products will be 
found in a special “new products” 
section. These include lighting 
equipment, structural items, oper- 
ating conveniences for home equip- 
ment, new type tools, plumbing 
specialties, heating systems and in- 
genious gadgets. 

Many exhibitors in the regular 
sections of the Exposition will also 
show new and recently introduced 
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products. Among them will be new financing, and the use of new ma- 
type concrete forms, a variety of terials and construction methods. 
versatile, new decorative hardboard Over 100 nationally known experts 








panels, siding materials, prefabri- in home building and allied fields 
cated items, improved window and will appear on the program. 
screening materials, flooring, insu- Lumber and building material 
lation, roofing and appliances. dealers are eligible to attend the 
Manufacturers will send an ex- convention-exposition. Those affili- 


hibit force exceeding 1,800 people ated with local NAHB chapters 
to Chicago to show, demonstrate may arrange hotel reservations and 
and explain their products to the advance registrations through their 
thousands of builders and dealers local NAHB secretaries. Others 
attending the show. should communicate direct with 

Convention sessions will be de- Convention Headquarters, National 
voted to a variety of practical home Association of Home Builders, 111 
building problems including land West Jackson Blvd., Chicago 4, 
planning, design, merchandising, Illinois. 
































Convention-Exposition Director Paul S. Van Auken (center) of the National Asso- 
ciation of Home Builders discusses exhibit layouts with Marvin Greenwood, Celotex 
general sales manager (left), and Earl Hadland, manager of dealer sales for Masonite 
Corp. in preparation for NAHB’s 6th Annual Convention and Exposition in Chicago, 


February 19-23. Over 160 leading manufacturers will show the latest products in the 
home building field. 





FLOORING REPORT ects. This means that the present 
increased bookings of standard 
Northern hardwood — show 47.1 eraies ave matied for we in 
percent increase in 4th quarter school, commercial, recreational, 
NORTHERN hardwood flooring residence and large-scale housing 
bookings, as reported by MFWA projects,” Clady continued. 
members, increased 47.1 percent “Taking into consideration the 
during the fourth quarter of 1949 slow start during the early months 
compared with the same period in of 1949, the year ended better than 
1948. Production decreased 14.2 expected for the Northern hard- 
percent and shipments were even wood flooring industry. Production 
for the period, according to L. M. amounted to 54,000,000 feet in 
Clady, Secretary-Manager of the 1949, a decrease of 14 percent com- 
Maple Flooring Manufacturers As- pared with the year 1948; New Or- 
sociation. ders Booked totaled 50,000,000 feet, 
“There is every indication of a decrease of 11 percent and Ship- 
good business ahead for Northern ments of 49,700,000 feet reflected a 
flooring manufacturers during the decrease of 14 percent. Total in- 
first half of 1950,” Mr. Clady said. dustry stocks and unfilled orders of 
“The standard grades of our prod- Northern Hard Maple, Beech and 
uct will again be in demand this Birch Flooring are estimated at 
year, due to expected further de- 10,000,000 feet and 6,500,000 feet 
cline in industrial building proj- respectively. For the industry, to- 
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tal figures received from bot): mem. 
bers and non-members were esti. 
mated at 90 percent and projecta 
to 100 percent basis. 

“MFWA promotion of the lowe 
grades of Northern Hard Map 
Flooring is paying dividends. Se. 
ond Grade orders increased 20 per. 
cent during the last half of 1949 jy 
comparison with the first gi 
months of the year. There is gooj 
reason to believe that school archi. 
tects will specify more Second ani 
Second and Better Grades of Maple 
this year for classrooms and gyn. 
nasiums. Actually, inquiries rr 
ceived in the association office, ip. 
dicate that they are informing 
other architects of their entire sat. 
isfaction with these lower gradg 
for school floors. 

“Third Grade orders increased 
54.7 percent in the last half of 
1949 compared with the first six 
months. It is gratifying to note 
that this fine economy grade of 
MFWA Maple Flooring has staged 
a remarkable comeback. We find 
more and more of it is in demand 
for low-cost housing projects, bed- 
rooms in higher cost bracket 
homes, apartments, motor courts, 
ete. We expect to give more at- 
tention this year to the promotion 
of Third Grade Maple for U. § 
Government housing projects. Our 
experienced field representatives 
will be active in contacting local 
housing architects. They will be 
armed with technical information 
on sound floor installation proce 
dure. They will also be available for @ 
consultation with housing and other 
local administrative officials. 

“The MFMA advertising, pub- 
licity and trade promotion budget 
has been increased this year. We 
have also added a number of retail 
and material dealer publications to 
the list of trade magazines carry- 
ing our space advertisements. Our 
campaign to aid the retailers is go 
ing along nicely; the members re 
porting a substantial increase i 
floering purchased for dealer ware 
house stock. The MFMA display 
placards and dealer-aid leaflets re 
cently furnished to retail lumber- 
men, should prove helpful in selling 
local builders and customers on the 
merit of Northern Hard Maple 
Funds are available for more of 
this type of promotion this year. 

“Most Northern hardwood fio0r- 
ing manufacturers consider the 
year 1949 a good one for the it 
dustry. They remember that they 
had more orders than they could 
fill in 1948. Although this situa 
tion ended early in 1949, it was 
necessary for many months to keep 
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Riis bioeas: 


Builders prefer them for their luxury appearance and ease 
of application. Homeowners prefer them for their beauty, 
economy and care-free service. Stained Shakertown Side- 
walls are fast becoming America’s first choice because they 
answer the demand for quality housing materials at low 
cost, and minimum cost-per-year of service. 

Shakertown Sidewalls are re-butted and jointed to assure 
straight, unbroken course lines and tight, invisible joints. For 
, complete information and color samples, 


write the address below. 












Warehouses at 


CINCINNATI, OHIO 
COLUMBUS, OHIO 


Factories at 


CHEHALIS, WASH. 
CLEVELAND, OHIO 


ERMA 


fF 


























































Unsaturated building 
paper. 





Outer course is laid '2"low- 
er than the concealed layer. 


Unstained Red Label, No. 3 or 
undercoursing Grade Shingles are 





used for the under course. 


Weather exposures may be varied to 





achieve many desirable architectural 
effects. Sixteen-inch shakes may be ex- 
posed up to 12” to the weather. Eighteen- 
inch shakes allow exposures as great as 
14” to the weather. Twenty-four-inch 
shakes allow 16” exposures. 






wo rust-resistant, small hee 5d nails per 
shake for outer course, applied 2” above butt- 







line and %” from edges. Use a third nail in 
shingles wider than eight inches. Joints are 
tight or spaced. 


TELOTIT UL OY hey Company 


7007 MORGAN AVENUE 
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CLEVELAND 4, OHIO 











reminding and assuring builders 
that our products were again avail- 
able in large enough quantities to 
supply all demands. Happily, this 
misunderstanding is now cleared 
up as evidenced by current trends 
in the Northern hardwood flooring 
industry.” 


CONSTRUCTION 


Total dollar volume east of 
Rockies increases over 1948 


F. W. DODGE Corporation re- 
ported today that contracts 
awarded for building and engineer- 
ing works in the thirty-seven states 
east of the Rocky Mountains last 
year totaled $10,359,250,000 to 
show a gain of 10 percent over 
1948 and to establish a new all-time 
dollar volume contract record in the 
corporation’s construction news re- 
porting regions. 

Gains late in the year brought 
the total of nonresidential awards 
to within 1 percent of volume in 
this classification reported in 1948, 
the drastic recession in manufac- 
turing building and moderate 
declines in commercial building 
awards offsetting substantial in- 
creases in hospital and institutional 


building, office buildings and simi- 
lar structures used by government 
agencies, educational and science 
building and _ religious building. 
The year’s nonresidential volume 
was $3,643,909,000 in the area east 
of the Rockies. 

Public agencies increased con- 
tract outlays for nonresidential 
building during the year by 23 per- 
cent, while private nonresidential 
awards dropped 11 percent from 
the previous years. 

Residential awards established a 
new all-time record of $4,239,386,- 
000 or 17 percent more than that 
reported for the previous year. Pri- 
vate residential awards increased 
13 percent while awards for resi- 
dential building by government 
agencies climbed 109 percent over 
the previous year and added 4 per- 
cent to the over-all residential vol- 
ume increase. 


There was a marked upswing in 
multiple-housing awards last year, 
apartment-house contract volume 
totaling $1,121,641,004 being 59 
percent higher than in 1948. 
Single-family houses built to own- 
ers’ orders showed a 10 percent 
increase and single-family houses 
built by operative builders for sale 





CORNERITE 





for Better Service 
our 





the COMPLETE 


STRIPITE 


line of PLASTERING ACCESSORIES 


For example, CORNERITE, a narrow strip of 2.5# painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5# painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 

These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 


ships. 







80th PENMETAL 
YEAR 


General Sales Offices: 2 


Boston 
Seattle 


New York 
Los Angeles 


PENN Meta. Company, INc. 


O5 East 42nd Street, New York 17, .N. Y. 
District Sales Offices 


Philadelphia 
San Francisco Dallas 


Detroit lateiTolare] ered) $s 


Chicago 
Da Porkersburg, W. Va 
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or rent climbed 8 percent ‘uring 
the year. 

Heavy engineering ‘awaris tp. 
taled $2,475,955,000 in the thirty. 
seven states last year or 15 percep} 
more than in the previous year 
with private engineering contrac 
volume showing a 50 percent gain 
over 1948 and public engineering 
volume reflecting a 9 percent gain, 


HOUSING TREND 


Twice as many houses now built 
outside of cities as in twenties 
TWICE as much housing is now 
being built outside city limits as ip | 
the mid-20’s, the Housing and 
Home Finance Agency reports. In 
1948-49, rural nonfarm housing 
accounted for about 44 percent of 
the new residential starts as com- 
pared with less than 20 percent in 
1925. 

This increased construction in 
areas on the fringes of cities, be. 
yond the city limits, is attributed 
principally to (1) scarcity of ac 
ceptable in-town sites for large de- 
velopments, (2) the fact that out- 
lying sites are cheaper and easier 
developed, and (38) the fact that 
motor vehicles have increased the 
distance that can be traveled to 
and from work. 


SALES TREND 


Bruce finds dealer sales of 
household products have gained 


LUMBER dealers enjoyed an in- 
crease of 15 percent in volume on 
Bruce Household Products in 1949 
as compared with sales in 1948. 
This was brought out in the second 
national meeting of the Household 
Products Division of E. L. Bruce 
Co. recently held at the home offices 
in Memphis. E. L. Fellman, vice 
president, planned the all-day pro- 
gram which included a_ products 
forum and an analysis of advertis- 
ing and promotion plans for 1950. 
Mr. Fellman pointed out that lum- 
ber dealer sales of these products 
have increased more than 150 per- 
cent in the last 5 years. 


MARKETS 


Winter weather slows down coast 
producers; minimum wage hits south 
Lumber and log production on 
the coast have generally been effec- 
tively slowed down and in many 
cases stopped by heavy winter 
weather. Log supplies are gener- 
ally in fair to good supply yet, but 
may become tight before spring. 
Southern operators face the 7 
cent minimum law on January 295. 
It is expected to raise costs from $5 
to $10 per thousand. There is grave 
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a Select your own stock of “Trim-It-Yourself” 

gain, mouldings from the expanded CHROMTRIM line— 
choice of 38 sales-tested shapes including—for the 

; built first time—stainless steel as well as aluminum! 
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f ac A choice of 13 shapes in an improved ty 
e de. stainless steel trim—easier to cut, easier RU 
: out. to apply, non-tarnishing. The market eh 
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A brand new merchandiser—more 
compact, with holes for 14 or more 
different shapes...clearly labelled 
for quick identification. 


new wall trim 


A choice of the popular CHROMTRIM 
wallboard and wall linoleum mouldings 
added to the ‘“Trim-It-Yourself”’ line. 
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per- See your CHROMTRIM distributor or write your present one...with a minimum of national advertising by having your 
us for new “‘Trim-It-Yourself” catalog floor space ...minimum of investment ‘‘Pick-of-the-Pack’’14/60 Deal ready for 
—and pick out the shapes and sizes that ...maximum of display...and maxi- consumer demand. R. D. Werner Co., 
will sell best in your store. mum of turn-over and profits! Inc., 295 Fifth Avenue, New York 16, 
soast Now you can have a really complete Fill out and mail the coupon now.Take N.Y. In Canada: R. D. Werner Co., 
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but ; on new line of 38 “Trim-It-Yourself’ mouldings. e 
: 
- NAME ; 
2 - ' 
+ COMPANY. : 
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doubt many smaller operators will 
be able to stay in business in the 
face of these increases. 


TACOMA—Heavy snowfalls and 
sub-freezing temperatures, unusual 
even for this season of the year, 
have brought lumber mill opera- 
tions throughout this area to a 
virtual standstill. Logging camps 
have been even harder hit and in 
most cases were forced to suspend 
even before the mills closed. The 
tie-up is so effective that lumber 
movement, both by rail and water, 
has suffered. The difficulty is 
three-fold: Logs have been at least 
partially frozen, boards were frozen 
and the lignasan (anti-fungus) 
tanks, were frozen over, prohibit- 
ing the drip treatment for east- 
bound lumber. Log supplies have 
been so depleted that operators are 
concerned over adequate supplies 
provided the mills do get back into 
operation. 


SEATTLE — Freezing weather 
and snow immediately following the 
holiday shutdowns has kept virtu- 
ally all the Cascade mountain and 
other logging camps down. Most 
mills are running on this side but 
in British Columbia many are op- 


erating at only 50 percent effi- 
ciency. 

Line yards which did considerable 
forward buying are not so active 
now. Probably the most in demand 
item is No. 1 dry dimension in 
specified lengths and widths. A 
fair volume of lumber is being 
booked for water shipment to the 
Atlantic coast for delivery in April. 

Prices are relatively unchanged. 
Wholesale price of Vertical grain 
flooring runs $150-155. Flat grain 
flooring moves at $113-128. 2x4 
No. 1 dry sells for $66-69 and 2x4 
No. 3 at $41.50 to 48. 

Most shingle mills are anxious 
to dispose of low grade shingles. 
Demand for No. 1’s in both 16 and 
18-inch is good. No. 1 5X moves 
at around $7.50 wholesale and the 
same grade in 18-inch at from 
$8.25-8.50. Mills are likely to set 
a favorable price to a favorable or- 
der. Many shingle mills are down 
especially in Northern Washington. 


KANSAS CITY—The new mini- 
mum wage base of 75 cents an hour 
which goes into effect January 25 
is going to make it difficult for 
many lumber mills to stay open. 
Operating costs will immediately 
amount to $5 to $10 a thousand on 
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GREGG Packaged Millwork 
Line which brings you the best 
of millwork design and work- 
manship, packaged for easy 
handling and storage, and to 
reach the job ready to install 
with minimum cost and labor. 
Priced to please the customer, 
and to show the dealer a prac- 
tical profit. 

Our catalog shows 
the whole line — 


send for your copy 
TODAY! 
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One of the 10 items in the . 



































































































































Authentic, attractive Colonial Entrances 
in designs and sizes for all needs. Set up 
or Semi-Shook. 


Included in the GREGG Packaged Line 
you will also find door and window blinds, 
shutters, corner cabinets, mantels, kitchen 
units, base and wall cabinets, drawer cases, 
cupboard doors, louvres. 


GREGG & SON, INc. 


Nashua, 


New Hampshire 
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yellow pine and mills feel they wij 
have to absorb part of the increase 

Lumbermen’ expressed concer 
over the increasing competitioy 
from West Coast woods anid th 
fall upturn in prices resulted in, 
narrowing of the price differentia), 
With yellow pine soon to be booste; 
to absorb part of the increased |,. 
bor charge, mill officials beliey 
that the fir market will becom 
more firmly entrenched in the are 
served by the yellow pine pro. 
ducers. 

The general lumber market iy 
the Southwest as the year got un. 
derway was a mixed affair, with 
price variations the rule. The larg. 
er mills boosted prices about $2, 
thousand on 1 by 8 No. 2 kiln-dr 
boards and was able to sell fair 
amounts at $78. On the other hani 
some of the smaller mills which 
were in need of orders offered like 
grades at $73, or a reduction of $2. 

The major operators in the dis- 
trict also boosted the price of 4, 6 
and 8-inch finish by $5 a thousand 
and the range of prices for this 
item ranged from $145 to $160. 
Kiln-dry dimension stock on the 
west side of the Mississippi river 
held steady at $70 to $72 for 2 by 
4; $72 for 2 by 6 and $72 to $73 
for 2 by 8. 

The weather was bad in all parts 
of the area and logging and milling | 
operations were curtailed sharply. 
Crews were unable to get into the 
forests on account of the rains and 
cold. 


New bookings were not heavy, 
although retail line yards are in 
need of inventory replacement. 
With prices holding steady for the 
most part, retailers are in no hurry 
to anticipate their needs. 


The cold wave in the Southwest 
restricted residential building and 
the movement of lumber to jobs 
was held up. 



































LUMBER STATISTICS 


LUMBER shipments of 413 mills 
reporting to the National Lumber 
Trade Barometer were 10.1 percent 
above production for the week en¢- 
ing January 7, 1950. In the same 
week new orders of these mills were 
29.5 percent above production. Ut- 
filled orders of the reporting mills 
amount to 37 percent of stocks. For 
reporting softwood mills, unfilled 
orders are equivalent to 21 days 
production at the current rate, and 
gross stocks are equivalent to 54 
days’ production. 


For the year-to-date, shipments 
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pa THE QUALITY of a manufactured article de- Douglas Fir Plywood 
, . 
0 SBE pends upon many things, not the least of which The QUALITY of Simpson Plywood, manufactured in the 
: 3 center of the Douglas fir country, is known throughout the 
arts is an abundant supply of high-grade RAW MATERIAL. major distribution areas. All Simpson Douglas Fir Plywood 
illing is trademarked and grademarked for your protection. 
. To assure a permanent source of raw ma- . 
ty . P Douglas Fir Doors 
ne bar terial... trees .. . Simpson is cooperating with Simpson Doors, manufactured from old-growth Douglas 
, : the U.S. F S : P l fir, are available in all areas in all FDI grades, all speci- 
; € U. 5. Forest Service in a ong-term SUSTAINED fications and all designs including the popular Simpson 
vy, . . Flush Door. 
es YIELD program which involves “‘scattered pesteus 
ment. | block logging”’, selection of logging areas with Western Lumber 
yr the o l di * l ~~ From our own forests and mills—all grades and sizes of 
hurry # 2” eye to natural reseeding, reseeding logged-off an old-growth Douglas fir, Western Hemlock and Redwood. 
. burned-off lands and otherwise practicing aasmethinteance tea ching 
st e . e 
oe sound forest management. This pro- Acoustical Tile 
‘obs ; oram i ti deli ron t Available through authorized acoustical contractors in 
- = sram insures Continuous deliveries to our Cus- all parts of the United States is Simpson Acoustical Tile, 
tomers of Insulati rd P and Acoustical specified by architects for its higher sound absorption, 
ng Boa d Products Aco washable finish, Hollokore drilled perforations and fin- 
lile from our wood fiber plant; Doors from ished bevels. 
mills our large door factory; Plywood from our Insulating Board Products 
mber plywood plants; Lumber from our mills. ‘ Small wood pieces, (not bark nor rotted wood) formerly 
reent unused or burned as fuel, go into the manufacture of 
end- : Insulating Board Products including Interior Finish Board, 
same Contact our nearest representative for complete Plank and Tileboard, Sheathing and Lath, Roof and Cold 
; ere ‘ , : Storage Insulation, and Noisemaster Acoustical Tile. Distri- 
"Tn information about Simpson lumber products. bution of these products covers the eleven western states. 
mills SIMPSON LOGGING COMPANY 
_ For PLANTS at Shelton and McCleary, Washington, and Klamath, California * SALES DIVISION: 1065 Stuart Bidg., Seattle, Washington 
SALES OFFICES: SAN FRANCISCO, 25 Beale Street * LOS ANGELES, 1610 E. Washington * NEW YORK, 2719 Grand Central Terminal * ST. LOUIS 
filled Ferguson), 10 South Elizabeth St. Manufacturers of redwood lumber; distributed by Northern Redwood Lumber Co., Russ Bidg., San Francisco 
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of reporting identical mills were 
10.1 percent above production; or- 
ders were 29.5 percent above pro- 
duction. 


Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 62.9 
percent above; shipments were 56.9 
percent above; orders were 63.5 
percent above. Compared to the 
corresponding week in 1949, pro- 
duction of reporting mills was 3.6 


percent below; shipments were 4.1 
percent below; and new orders 
were 5.7 percent below. 


WESTERN PINE 


THE 104 mills reporting to the 
Western Pine Association for the 
week ending January 7, 1950 cut 
37,180,000 feet, as compared to 
39,978,000 feet for the same week 
a year ago. Orders for the week 
totaled 55,975,000 feet, or 50.6 per- 
cent above production. Shipments 
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The LUMBER MARKET 


The following is a general market analysis as we go to press. 


Since many 


variable factors in each producing area affect individual mill quotations, the 
prices listed below must be considered for what they are — — — an average 
of current f.o.b. mill quotations of those surveyed. 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. &. D 
DB Ue Buea wh waniaawe et 145.00 140.00 80.00 
Flat Grain Flooring 
J Se See pepe ae 20.00 110.00 65.00 
2S aa 130.00 120.00 75.00 
Drop Siding 
1 x 6 Pattern #106.135.00 130.00 85.00 
1 x 6 Pattern #116.135.00 130.00 85.00 
Ceiling 
ee re 115.00 110.00 50.00 
ie eee nwe'eewws 150.00 145.00 95.00 
Boards and Shiplap 
ix6 1x8 1x10 1x12 
No. 1 ........53.00 53.00 51.00 52.00 
a ree 49.50 49.50 47.50 48.50 
No. 3 ..2.....38.00 38.00 37.00 37.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4..54.00 54.00 54.00 54.00 54.00 
2x 6..53.00 53.00 53.00 53.00 53.00 
2x 8..53.00 53.00 53.00 53.00 53.00 
2 x 10..53.00 53.00 53.00 53.00 53.00 
2x 12..52.00 52.00 52.00 52.00 52.00 
No. 2 Dimension 
2x 4..50.50 50.50 50.50 50.50 50.50 
2x 6..49.50 49.50 49.50 49.50 49.50 
2x 8..49.50 49.50 49.50 49.50 49.50 
2x 10..49.50 49.50 49.50 49.50 49.50 
2 x 12..48.50 48.50 48.50 48.50 48.50 
ante de | nen luting wend 
2x ‘ 
2x 35. 00 
; = 3° 34.00 
2 x 10..33.00 
2x 12. .32.00 ‘ 
For Kiln Dried ‘add about $8. 00. 





OAK FLOORING 
ux 
Clear Pl %, 1% %x2 %x2% 
White ..175.00 150.00 160.00 150.00 
Red ....175.00 150.00 160.00 150.00 
Select Pl 
White ..165.00 142.00 150.00 135.00 
Red --165.00 142.00 150.00 135.00 
No.1 
Common 
White ..140.00 115.00 135.00 120.00 
Red ....140.00 115.00 135.00 120.00 
No.2 
Mixed .... 90.00 65.00 80.00 55.00 
15” Shorts 
No. 1 
Common 
& Btr. ....100.00 70.00 80.00 65.00 
No. 2 
Comm 
15” Shorts. 65.00 40.00 55.00 30.00 





RED CEDAR SHINGLES 


5/2 16” #1IXXX $7.50 per Sq. 
5/2 16” #2 5.40 per Sq. 
5/2 16” #3 3.40 per Sa. 
5/2%, 18” #1 Sidewall $8.75 


SOUTHERN PINE 


Vertical 
Grain Flooring B&Btr. c D 
cS Se ae eae 185.00 175.00 130.00 
Flat Grain 
Flooring 
aS See eee 165.00 155.00 115.00 
ee RG dead & ove a wats 165.00 155.00 115.00 
Drop Siding 
1x 6 Pat. #106..165.00 155.00 118.00 
1 x 6 Pat. #116..165.00 165.00 118.00 
Ceiling 
is ey 150.00 140.00 105.00 
Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 1 -115.00 115.00 115.00 125.00 
NO. 3... Th.60 75.00 75.00 85.00 
No. 3 ... 67.00 67.00 67.00 75.00 
No. 1 Di- 
mension 12’ 14’ 16’ 18’ 20’ 
2x 4..79.00 81.00 85.00 88.00 88.00 
2x 6..79.00 81.00 85.00 88.00 88.00 
2 x 8..79.00 78.00 78.00 81.00 81.00 
2x 10.86.00 86.00 86.00 89.00 89.00 
2x 12.94.00 94.00 97.00 100.00 100.00 
No. 2 ee eS 
2x 4..71.00 75.00 77.00 80.00 80.00 
z= 6. 68.00 70.00 71.00 74.00 74.00 
2x 8..71.00 70.00 69.00 72. = 72.00 
2x 10.77.00 78.00 77.00 80.0 80.00 
2x 12.72.00 72.00 75.00 78. + 78.00 
No. 3 mapeton vote 
2x 4..57.00 ‘ 
2x 6..54.00 
2x 8..54.00 
2 x 10.55.00 
2 x 12.45.00 





WESTERN PINE 


Ponderosa Pine 


Selects, 

S2 or 48 4/4 RW 5/4RW 6/4 RW 
ef ae 180.00 200.00 200.00 
Ok ee 145.00 170.00 170.00 

Shop, S2S No. No. 2 
ee ee 115.00 90.00 
SE A ee een 115.00 90.00 

Commons, S2 or 48 No. 2 No. 3 
SS i 2 | See 90.00 61.00 
he Bo ge . eee ere 90.00 61.00 

Trim 1x4 1x5 1x6 1x8 


Uppers RL.145.00 145.00 145.00 145.00 


No. 1 Rl. ..100.00 100.00 100.00 100.00 
No. 2 RL... 93.00 93.00 93.00 93.00 
Idaho White Pine 
Selects, S2 or 48 
9-6/4 
1x4 1x6 1x8 RW 
C RL...200.00 200.00 200.00 220.00 
D RL...180.00 180.00 180.00 190.00 
Commons, 
S2 or 48 No.1 No.2 No.3 
i SP Serene 125.00 114.00 88.00 
2, ti See 125.00 114.00 88.00 
Sugar Pine 
Selects, 
S2 or 48S 4/4 RW 5/4 RW “8 RW 
B & Btr RL..230.00 230.00 230.00 
. RL...220.00 220.00 220.00 
) RL...200.00 200.00 200.00 
Shop, S28 No.1 No.2 No.3 
Oe “aiidaeie wa bcleeted 115.00 90.00 72.00 
4 SES ero. 115.00 90.00 72.00 
Be deere belrea aus 130.00 97.00 72.00 
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during the week amounted 05 45, 
555,000 feet, or 22.5 percent above 
production. Gross stocks <t the 
week’s end totaled 937,276,0() fee 
as compared to 889,389,000 ‘eet , 
year ago. Unfilled orders stood a} 
234,615,000 feet on January 7 a 
compared to 176,121,000 feet a yea; 
ago. 


SOUTHERN PINE 

THE 112 mills reporting to the 
Southern Pine Association for the 
week ending January 7, 1950, pro. 
duced 16,097,000 feet. This was 
13.56 percent below the three year 
average. Shipments for the week 
totaled 14,288,000 feet and were 
11.24 percent below production. Or. 
ders for the week amounted to 12. 
407,000 feet, or 22.92 percent 
below production. Unsold stocks at 
the week’s end stood at 164,524,000 
feet and total pine stocks on hand 
amounted to 202,793,000 feet. 


































































































































































HEMLOCK 

Boards & 

Shiplap 1x6 1x8 1x10 1x12 
Uppers.. 85.00 85.00 105.00 115.00 
No. 1 .. 49.00 51.00 51.00 51.00 
No. 2 . 44.00 47.00 47.00 42.00 
No. 3 36.00 38.00 38.00 38.00 

No. 1 Di- 

mension 12’ 14’ 16’ 38° 20’ 
2x 4..63.00 63.00 64.00 65.00 65.00 
2x 6..54.00 57.00 62.00 62.00 63.00 
2x 8..57.00 57.00 62.00 62.00 63.00 
2x 10.57.00 57.00 62.00 62.00 63.00 
2512.57.00 57.00 62.00 62.00 63.00 

55. 58.00 57.00 57.00 
55 55.00 58.00 55.00 
55. 55.00 55.00 55.00 
55. 55.00 55.00 55.00 
55. 55.00 55.00 55.00 
Di meeeton dovaian Guy 
ENGLEMAN SPRUCE 

Boards & 

Shiplap 1x6 1x8 1x10 1x12 
U ae igh 204.75 204.75 204.75 204.7 
No. 1 saree : ox 
No. 2 
No. 3 

No. 1 Di- 

mension 12’ 14’ 16’ 18’ 20’ 
_& ¢ eee ere e- 
Bic: owns 
ff 4 Sree 
. 2: ae 
i. See 
7B&Btr. 

No. 2 Dimension 

vo. 2 & Better 
2x 4..61.00 61.00 61.00 61.00 61.00 
2x 6..61.00 61.00 61.00 61.00 61.00 
2x $..63.00 63.00 63.00 63.00) 63.00 
2 x 10.61.00 61.00 61.00 61.00 61.00 
2x 12.61.00 61.00 61.00 61.00 61.00 

No. 3 Dimension 
2x 4*.39.0 
2 x 6..39.00 
2x 8..39.00 
2 x 10.39.00 
2 x 12.39.00 

REDWOOD 
Finish 

1x 4 A&Btr S4S 165.00 

1x 6 A&Btr S4S 175.00 

1x 8 A&Btr S4S 195.00 

1 x 10 A&Btr S4S 205.00 

1 x 12 A&Btr S4S 215.00 

% x 6 A&Btr Siding 105.00 

% x 8 A&Btr Siding 130.00 

% x 8 A&Btr Siding 170.00 

% x 10 A&Btr Siding 175.00 
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America’s Most Outstanding 


Truck Values 
—with more power than ever! 


Here are the models to make motor-truck 
history. These new Chevrolet P-L trucks are 
advance-designed for the heaviest loads, the 
roughest roads, the lowest cost per trip. 


They are far ahead in popularity, perform- 
ance, payload, price—and they are the most 
powerful trucks Chevrolet has ever built. 
There is a P-L truck for every trucking job and 
every one is a real leader on the job. 


Chevrolet Motor Division, General Motors Corporation 
Detroit 2, Michigan 


Leading with all these Flees Features: 
e TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load-Master and the 
Improved 92-h.p. Thrift-Master—to give you greater power per gallon, lower cost per 
load @ THE NEW POWER-JET CARBURETOR: smoother, quicker acceleration 
response @ DIAPHRAGM SPRING CLUTCH for easy action engagement @ 
SYNCHRO-MESH TRANSMISSIONS for fast, smooth shifting @ HYPOID REAR 
AXLES—5 times more durable than spiral bevel type @ DOUBLE-ARTICULATED 
BRAKES—for complete driver control @ WIDE-BASE WHEELS for increased tire 
mileage @ ADVANCE-DESIGN STYLING with the “Cab that Breathes” @ BALL- 
TYPE STEERING for easier handling @ UNIT-DESIGN BODIES — precision built. 
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CHEVROLET 


P-L’ 


ADVANCE-DESIGN TRUCKS 


* * 
Pooudasaty a 
Official truck registration figures for 1949 
show Chevrolet trucks preferred over the 
next two makes combined—proof of the 
owner satisfaction they earn through the 
years. 


* * “ 
Performance Leaders 
The new Chevrolet PeL trucks give you high 
pulling power over a wide range of usable 
road speeds —and on the sfraightaway, 
high acceleration to.cut down total trip time. 


Payload Lowden The 


rugged construction and all-around 
economy of Chevrolet P*L trucks cut operating 
and repair costs—let you deliver the goods 
with real reductions in cost per ton per mile. 


Price Ledders The Chev- 
rolet truck line is the very lowest priced 
line in the field—saves on initial cost. 
What's more PeL trucks give owners dollar 
and cents savings in maintenance and 
operation. 

































GRANT 


Sliding hardware 


Leading architects and contractors specify Grant Hard- 
ware .. . hardware which for over half a century has 
been outstanding in performance and dependability. 


sliding door hangers ° 








Interior, closet and wardrobe 
doors glide smoothly and eas- 
ily on the Grant No. 15 Ball 
Bearing Hanger. Three adjust- 
ments assure perfect align- 
ment. Available with aprons 
for plywood doors. 


Load Capacity: 75 Ibs. 
«© 


The No. 12 Hanger features 
outstanding Ball Bearing op- 
eration for heavier interior 
doors. Rollers under track 
guide carriers safely and 
smoothly. Center hung door 
means minimum of friction be- 
tween door and guide. 


Load Capacity: 175 Ibs. 


The No. 2 Residence Hanger 
is rugged, sturdy and wear- 
resisting. Easy, noiseless action 
is afforded by an upper and 
lower row of ball bearings. 
Equipped with  self-aligning 
pendant bolt, offering three 
adjustments. 


Load Capacity: 300 Ibs. 





Grant Sash Pulleys are made of high 
quality cast iron housings. Wheels 
equipped with self-bubricating 
‘Oilite' bearings. Combination 
groove fits either cord or chain. 
Manufactured for single, double or 
triple windows. 
Lee Sash Pulley 
For low-cost Sliding 
Door installations, rec- 
ommend Grant Sheaves 
and Track. Sheaves are 
available with metal or 
rubber wees. ee 
uipped with ‘Oilite’ 
Soedaan Track is flush 
with floor, the center 
rib supporting the 
Sheave. 


No. 18 & No. 20 
Sheave 





¢ 


Grant manufactures a slide to 
meet every requirement. For load 
capacities from 25 Ibs. to 2,000 Ibs., 
single or double — slides, slides 
for all types of cabinet work. 


Grant No. 306 Slide 


rite to Dept. A2 for complete information on 
these and other Grant products. 


GRANT PULLEY & HARDWARE CO. 


33-34 57th Street an 
Woodside, L. I., N. Y. SWEET'S 


representatives in major cities 
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An Eye on the Prices of Others 

The question of prices is one that worries many a 
lumberman. To get a profit, yet not to pitch prices so 
high that competitors will take advantage of them, is 
more of a trick than a beginner might imagine. The 
prices at which a yard man sells have much to do with 
his success. He can use them as a corkscrew and worm 
into the good graces of the public, or he may so elevate 
them that they may knock him out completely. No buyer 
is going to stand what he calls exorbitant prices the 
second time if he can help himself, and he generally can. 
In a spasm of confidence a dealer said to me that one of 
the greatest mistakes he had made in business was once 
when he thought he had it all his own way he “tucked 
on the price,” as he expressed it. “If I had been content 
to let well enough alone,” he said, “I could have had one 
of the finest trades any man ever had, but as it was a 
fellow came in, cut it in two, and gave me the smaller 
half.” 

There is nothing like getting in under the skin of your 
competitors in prices. In my opinion there are dealers 
who at times make mistakes in setting too high a price 
on those goods which it is generally supposed should pay 
a round profit. I have in mind a case of that kind. A 
man in this town was reorganizing the front of his house 
a little and wanted a door. He came in, pointed out the 
door he wanted, and with the readiness with which he did 
it I felt convinced he had seen the same door at the other 
place, and I happened to know that at that place they 
were selling the door for $3.75. “What is the price of 
that door?” he asked. “Two and a half,” I said. “How 
much?” he asked as though he hadn’t understood me. 
“Two and a half,” I said again. 

Then he couldn’t hold in any longer. “Two and a half! 
Why, So-and-so asked me $3.75 for that identical door.” 
“It is possible,” I said. “Well, I would be glad to sell 
you all I have got for $2.50 each.” Don’t you see that 
right there in that little deal I gave my dear brother 
dealer a black eye? I set that man to thinking that my 
competitor wasn’t in it when it came to prices. If to 
start with I had told him the price of the door was $3.75, 
and had then dropped to $2.50, it wouldn’t have done. 
That wouldn’t have had the right effect. What I was 
after was to lead the man to think that right along as 
a steady diet I was knocking the spots off the other dealer 
in prices. 

Now, the next time that man wanted anything in the 
lumber line where would he naturally go? Could you have 
driven him over to. the other place? Not with two clubs. 
Within two months he built an immense barn out on his 
farm, and I felt sure from the way he ordered the lumber 
that nobody else had had a chance at it. He drove up in 
front of the office, informed me what he was going to 
do, said he supposed I would sell him the lumber right 
and, on being assured that I would, said that the coming 
week his man on the farm would bring me in a memo- 
randum of the lumber wanted and would begin to haul 
the material out. That was all the talk there was about 
it. His horse wasn’t standing in front of my office three 
minutes by the watch. No doubt the door was at the 
bottom of this deal. And you bet he got the lumber right, 
too. When a man reposes that confidence in me if I 
didn’t treat him'right I would shoot myself. This little 
deal impressed on my mind the policy of not overcharging 
on any item. MET L. SALEY, 

AMERICAN LUMBERMAN July 22, 1899 
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SOLONS RETURN: Back came the 81st Congress; 
and up went the temperature of Washington to 81 
degrees or near it. Could be symbolic of the politi- 
cal moiling and boiling expected the next six 
months. As always happens in the second session, 
the Congressional machinery got going with rea- 
sonable promptness; picking up incompleted bills 
from the first session. But better not expect too 
much creative law making, this hitch. 


HOUSING: A revised middle-income housing bill 
was introduced by Senator Maybank, of South 
Carolina, and Representative Spence, of Kentucky. 
This middle-income affair was carried over, by 
agreement, from the first session; is supposed to 
round out the housing work of the 8lst Congress. 
It's favored in the main by organized labor but is 
largely opposed by the construction industry. 

CORPORATION: The bill would authorize a 
mixed-ownership company to be calied the ‘“Na- 
tional Mortgage Corporation for Housing Co-opera- 
tives.’ It's supposed to handle mortgage loans 
both to housing co-operatives and to various other 
non-profit house-building concerns. These loans 
could be up to 95 percent of the value of the mort- 
gaged property and could run for as long as fifty 
years; at about three percent interest. 

FINANCIAL STRUCTURE: The Treasury would 

advance a hundred million dollars. Each borrow- 
ing co-operative would buy stock equal to seven 
and a half percent of the amount of its loan; paying 
off this stock purchase over a term of years. In 
time, the company would be owned entirely by the 
co-operatives; since as soon as the co-operative 
holdings reached fifty million dollars the corpora- 
tion would begin retiring ihe Treasury stock. 
_ SUPERVISION would be under Housing Admin- 
istrator Foley, who objected to the’ earlier 
Sparkman-Spence bill because it would have 
authorized direct Federal loams to housing co- 
Operatives. His opposition largely explains this 
shift to the mixed-ownership corporation. How- 
ever, our industry doesn’t think there’s a whole lot 
to choose between direct Federal loans and loans 
by « Federally-directed corporation. Either one 
looks socially dangerous. : 

MIDDLE INCOME: Not much agreement about 
what these words mean. Sometimes this income 
is ‘iken to be from $2,000 to $3,000 a year. The 
W'. te House group talks of $2,400 to $4,400 Internal 
Re nue sets the top figure at $6,000. Some col- 
ur ists say‘it's an income justifying the purchase 
O house costing from $6,000 to $10,000; or the 
re" ng of an apartment at from $45 to $75 a month. 
ray this may give you some kind of idea. 
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THE BILL hands this problem along to the Hous- 
ing Administrator; requiring him to certify that a 
proposed housing project would meet the needs 
of moderate income families in the locality. It 
would limit the underwriting of mortgage guaran- 
tees, for the first year, to three hundred million dol- 
lars. Later, with the President's approval, the sum 
could be increased to two billion dollars. And that, 
we submit, is one whale of an increase. 


TENTATIVE PROVISIONS: The FHA would in- 
sure 95 percent of the first $7,000 of the valuation 
on a two-bedroom house and 70 percent on the 
next $4,000. On a three-bedroom house, the 95 per- 
cent would apply to the first $8,000; and, on a four- 
bedroom house, the first $9,000. Title 608, which 
produced many high-rental apartments, would be 
changed. The loan provision would go back to 80 
percent on high rentals but stay at 90 in the $45-$75 
bracket. 


COMBINED PROPOSALS: The above are Spark- 
man, Maybank, Spence ideas; and the whole thing 
is, of course, subject to amendment. Administration 
leaders expect some sort of low-price, low-rental 
middle-income housing legislation to get passed; 
and they're hoping to have it done rather early in 
the session. In fact the Administration looks upon 
an expanding housing program as the big must 
item in a vital expansion of private investment. 


A BIGGER AMERICA: The Administration's Eco- 
nomic Report sets a goal of one and a half million 
residence units per year for the next few years; 
because the Advisers think the units are needed, 
and because private investment in that field would 
help create a couple of million or so new jobs and 
would add substantially to the big total of indus- 


-trial output ond commercial distribution. The Eco- 


nomic Advisers are dealing in big stuff. 


SAVINGS: People are putting by about twice as 
much now as they did ten years ago. To this add 
the money going into pension and insurance funds, 
and it becomes clear that the sound and productive 
investment of these funds is going to take some 
doing. The Advisers hold that housing is the num- 
ber one field for needed and productive investment; 
the best idea for keeping the national economy 
going on all its jets and doing the stratospheric 
stuff. 

CHANGED ATTITUDES: Note that the Report says 
nothing about direct Federal control over prices, 
waaes or raw materials. Nothing about the gov- 
ernment going into production. It fears no infla- 
tion; and it says government policy is to encourage 
business. Sure enough, bureaucrats bearing gifts 
may well scare the pants off of commerce. 
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Write about flooring in cartons 


CONNOR 


FOREST PRODUCTS SINCE 1872 


“LAYTITE” MAPLE FLOORING 


THE WORLD'S FINEST — BAR NONE 


Write for Illustrated 75th Anniversary Booklet 


CONNOR LUMBER AND LAND COMPANY 
P. ©. BOX 112-M, MARSHFIELD, WIS. — PHONE No. 3 — TELETYPE No. 26 


Behind The Mills==xThe Connor Timber Stands 











Hew Wall Paneling... 
BRINGS YOU MORE SALES 


Everyday more dealers are reporting faster and easier sales 
with Plytex . . . the modern wall paneling. Plytex comes in 
V/4""—4' x 8' panels that can be painted, stained, varnished 
or waxed to give true three dimension beauty. 

Write or call any of the Aetna offices for samples, prices 
and details of the Plytex Profit Sales Program. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. Chicago 22, Ill. 


BRANCH WAREHOUSES: Grand Rapids, Mich., Indianapolis, Ind., Rockford, Ill. 
SALES OFFICES: Detroit, Mich., Milwaukee, Wisc., Minneapolis, Minn., Marion & West Lafayette, Ind., 
Richmond, Va. 

















HAND MADE 


LADDERS 
SINGLE, EXTENSION AND STEP LADDERS with 


WOOD PARTS OF SELECTED, CAREFULLY SEASONED 
STOCK. 

WOODWORKING THOROUGHLY WORKMANLIKE. 
METAL PARTS PRECISELY MACHINED AND CAD- 
MIUM PLATED. 


Here are ladders that sell on merit. You'll sell more ladders— 
when you sell Babcock Hand Made Ladders—because they're 
made better. They’re well balanced to prevent wobbling or tip- 
ping. Strong—light—safe—that’s Babcock Loedders. They're 
made to last a life time and they show their quality. Babcock 


Ladders will help you increase your ladder sales—increase your 
profit. 


THE W. W. BABCOCK CO. 


BATH, N. Y. 


SEND FOR THE BABCOCK CATALOG 
AND FULL SALES INFORMATION TODAY. 
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GABRIEL (SON) BLOW YOUR HORN! 


Your job is to rouse to action a "Distressed and discontented majority" 


In 1884 after the Republican 
party had been in power 24 years, 
Grover Cleveland and the Demo- 
crats overthrew the administration 
and won an election largely on the 


| slogan “Throw the rascals out.” 


It is a well demonstrated truth 
that “infinite power corrupts in- 
finitely.” 

Irrespective of party affiliation* 
a true citizen will hold that party 
tenure in a Republic should be 
ended by the citizenry whenever 
the corruption inherent in great 
power becomes intolerable. 

Political corruption is not en- 
tirely a matter of stolen money or 
property. 

Intellectual dishonesty and fiscal 
trickery, as techniques for party 
perpetuation in office, break the 
moral law as much as any other 
forms of theft. 

Today it is obvious that the 
party in power with calculated du- 
plicity is employing universally 
desired “security” and “welfare” as 
slogans to win elections while 
subversively undermining the 
strengths that give reality to tra- 
ditional American security and 
welfare. 

American citizens of the 1950s 
should “throw the rascals out” 
whether they are Democrats or 
Republicans even though the cor- 
ruption may be less tangible and 
apparent than that of the 1880s. 

That our citizenry will do so 


s when given the facts is the belief 


of those who think that an enlight- 


= citizenry can be trusted at the 
polls. 


So your job, Mr. Gabrielson, is 


to sound the note of enlightenment 
and call to judgment those who 
would further undermine our Bill 
of Rishts and destroy our free- 
doms. 

Let the citizens have the facts 
and lt the majority be the judge! 

When a party has been in power 
for ‘vo decades, upsetting such 
control is a matter bordering on 
the » volutionary. 


\ . 

W- need the same revolutionary 
TT), ‘ 2 . 
am editorial is non-partisan in the 
rsa Sense. It was written by a citi- 
tha ) has split his ticket more often 

_ ing straight. 
Br 
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spirit in restoring our freedoms 
that we used in first attaining them. 

In a letter concerning the Amer- 
ican Political Scene in 1857, Lord 
Macaulay was very skeptical about 
the survival of the American Re- 
public. He based his pessimism on 
his belief that we would always 
have a majority of “have nots” 
over the “haves.” He said prophet- 
ically that “sooner or later your 
government will not be able to re- 
strain a distressed and discontented 
majority.” 

A hundred years later his proph- 
ecy may come true, but in a man- 
ner quite different from his intent. 

Our Republic has defeated Ma- 
caulay’s pessimism by becoming a 
nation with a majority of “haves” 
as opposed to “have nots.” 

There is a very good chance that 


a distressed and discontented ma- 
jority of us will show our disap- 
proval of too long tenure by one 
party and thus divert the present 
trend towards the paternal state, 
to the freedom road. 

When our citizens weigh the 
choice between what we are losing 
now—and will save—if we restore 
the American Way, and what we 
will get if we continue the road to 
statism—they will cast from the 
seats of the mighty those who 
would corrupt our heritage. 

The accompanying chart shows 
the citizen who is conscious of his 
American heritage his fatal choice. 
Is there any doubt, Mr. Gabrielson, 
how he will vote if you give him 
the facts and get him to the polls? 


pent. ood 





FIFTY REASONS FOR VOTING FOR A CHANGE IN THE NATIONAL 
POLITICAL ADMINISTRATION IN 1950 AND 1952 


What we will gain if we reverse 
the trend to the Paternal State: 


Reduced government costs 

Dollar values increased 

Savings and insurance values main- 
tained 

Increased real income 

Lower costs of living 

Ever better living standards 

Balanced economy 

Tax dollars used cautiously 

Pay-as-you-go economy in govern- 
ment 

More and better jobs 

Unlimited pannel opportunity 

Produce as much as you want 

Sell it for what it is worth 

Teamwork and partnership 

True security and genuine welfare 

Tested economic and social improve- 
ments 

Limited and responsible political 
power 

Free unions and associations 

Full results of effort 

All group interests safeguarded 

Voluntary cooperation 

Bill of Rights enforced 

Our children's future protected 

Two party government 

Trust in God 

Government of, by and for the 
people 


What we will get if we follow 
the road we are on towards the 
Paternal State: 


Confiscatory taxes 

Extravagant, wasteful spending 

Money worth less every day 

Lowered real income 

Devaluated savings and insurance 

Rising cost of living 

Pinched living—lowered standards 

More "lustron™ scandals 

40c of most tax dollars wasted 

Endangered private jobs 

Reduced opportunities to advance 

Control of production and prices 

Self-perpetuating incompetency 

Taking ben workers to pay farmers 

Taking from farmers to pay the idle 

"Robbing Peter to pay Paul” 

Government by men instead of laws 

Union control by politicos 

Workers support the drones 

Premiums on idleness and improvi- 
dence 

Army-like regimentation 

Bill of Rights violated 

Insolvency, inflation and bankruptcy 

One party entrenched 

Capitulation to Marxist theories 

People of, by and for the government 


Copyright waived. 
Permission to reprint granted. 
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The Yard on a T 


For the thousands of yards 
situated on triangular prop- 
erty, AMERICAN LUMBER- 
MAN presents a formula for 
simplified and effective ar- 
rangement 


]_UMBER AND BUILDING prod- 

ucts yards located within a 
triangle are to be found in prac- 
tically every community through- 
out the country, in spite of the fact 
that this shape property is the most 
difficult to adapt layoutwise for 
maximum efficiency and economy. 

The reason for locating on tri- 
angular proprty is understandable. 
In the larger cities particularly, ac- 
cess to both a street and a railroad 
spur demanded such a shape. Until 
recent years when all phases of op- 
eration have become important 
insofar as they affect overhead, 
arrangement of buildings and flow 
of materials through a yard did not 
matter a great deal anyway. 

Such is not the case today. No 
matter how large or small a yard 
may be, or what types of products 
are handled, time and effort spent 
in receiving, distributing, and de- 
livering them make up a substan- 
tial part of overhead. Consequent- 
ly, present-day planning of a lum- 
ber and material yard is done pri- 
marily from the standpoint of 
reducing these items of cost to the 
lowest possible point. 

As was defined in the introduc- 
tory article to this series in the 
last issue of AMERICAN LUMBER- 
MAN, the closer a yard can come 
to a straight line flow of products 
through it, the more economical is 
the procedure. And by straight 
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line is meant the arrangement of 
buildings and facilities to accom- 
modate all products with the great- 
est efficiency, based on how they 
are received, sold, and delivered. 
MATERIAL FLOW IN A YARD 

The chart on the last page of 
this article breaks down the move- 
ment of materials through a yard 
on the basis of these considera- 
tions. You will note that the ma- 
jor quantity of lumber is shown as 
moving from storage in the yard 
to the customer in bulk deliveries. 
Thus, two handlings are involved. 
One moves the lumber into the shed 
or warehouse; from there it is 
loaded for delivery out of the yard. 

The cost of the first operation 
depends on whether lumber is re- 
ceived in straight or mixed cars, 
the distance it must be transported 
from the car to the storage area 
or bins, and the method of trans- 
porting it. 

The process of moving it out for 
delivery is more constant. Never- 
theless certain elements can enter 
the picture that have a decided in- 
fluence on costs. How much time 
is involved in making up an order? 
What facilities are used for deliv- 
ering small unit sales? How much 
shifting of inventory is involved 
after the lumber is first received 
and stored? 

In the case of lumber, another 
element is introduced. That is how 
rework of lumber is handled. Some 
yards operate large and extensive 
shops for the fabrication of special 
millwork and cabinetwork. Others 
confine their rework to necessary 
resawing, ripping, and crosscutting 
to accommodate special customer 
requirements. 

Unless this phase of operation is 
carefully planned, it can be a liabil- 
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riangle 


ity to a yard. For example, a dea- 
er who uses a large shop for smal 
ripping or crosscutting jobs, wil 
in most cases find that he is no 
making a profit on the business, 
This, when all time it takes to con- 
plete the operation is added up. 

While some dealers, realizing this 
situation, consider that such busi- 
ness has a high nuisance value, but 
an equally high advertising or gooi 
will factor, charge it up to the lat- 
ter; others have installed inexpen- 
sive equipment in the sheds t 
speed up the process of special cut 
ting. The proper course to follow 
depends on the amount of busines 
involved. . 

Obviously, the type of truck used 
to deliver an order, careful routing 
to curtail time and distance, ané 
proper care and maintenance @ 
equipment, all play a part in the 
overall distribution picture. Using 
a large truck for small orders, w- 
necessary backtracking and extr 
driving, together with careless 
improper handling of the equip 
ment, boost delivery costs beyont 
normal limits. 

The same pattern of handling ap 
plies to many of the other product 
handled in the yard, with the & 
ception of the rework operatio 
that is peculiar to lumber. For e& 
ample, other basic building prot 
ucts; board products, insulation, 
roofing, flooring, masonry mater! 
als, etc., are received and stored i 
the yard, from where they af 
loaded for direct delivery to the 
customer. 


While these items may be & 
hibited in the store or office, the i 
ventory is not maintained there, 
nor is it necessary for the prod 
ucts to move through the store 
prior to delivery. Thus, the same 





















































| deal- 
smal} 
, will 
iS not 
siness, 
) com: 
1p. 

g this 
busi. 
e, but 
* goot 
e lat: 
Xpen- 
ds te 
1 cut: 
follow 
siness 


- used 
uting 
, and 
ce of 
n the 
Using 
3, Un- 
extra 
Ss of 
quip 
>yond 


g ap 
ducts 
e ex 
ation 
yr ex 
prod- 
ition, 
teri- 
ed in 

are 
. the 


ex- 
e in- 
here, 
yrod- 
store 
same 


two handling operations as have 
been explained for lumber are in- 


volved. without the necessity for 
sorting or selecting. 
STORING SMALL ITEMS 


Coniplications of planning arise 
when the dealer operates an active 
sales area, and the complications 
are in direct ratio to the number 
and volume of items handled. That 
does not mean the operation of a 
consumer store must necessarily be 
confused and complicated. On the 
contrary, a well-organized store is 
as highly efficient as the rest of the 
yard; maybe more so. But the 
same pattern of handling outlined 
for handling lumber and other basic 
building products, does not always 
apply to the items sold in the store. 

The products and materials in- 
cluded in this category are those 
which are actually sold from store 
displays. All types of hardware, 
tools, paint, home fixtures, acces- 
sories, and appliances, etc., are in- 
cluded in this classification. Some 
of these can practically be stocked 
in the store. So, instead of mov- 
ing to a warehouse as they are 
received from the manufacturer or 
jobber, they are moved to the sales 
floor. There the fixture used to 
display them also carries the entire 
inventory. 

Other store items: paint, appli- 
ances, many hardware products, 
etc., cannot be efficiently stored in 
this manner, even though the dis- 
play fixtures may provide for a 
representative stock. For these 
products it is necessary to main- 
tain a warehouse area apart from 
the store, which introduces an ad- 
ditional handling operation to the 
two described for other building 
products. This, however, is more 
than offset in most sales by the fact 
that the customer pays cash for the 
merchandise purchased, and carries 
it away himself, thereby eliminat- 
ing the delivery operation. 

The most effective way to handle 
these products is to have a ware- 
house area adjacent to the store. 
This not only makes for quicker 
and easier disbursement of mer- 
chandise to the store, but it also 
makes the job of maintaining it in 


an orderly manner far simpler. 

These are the essential functions 
of a yard, no matter what shape 
the property. Now, how is the best 
Way arrange a triangular layout 
to accomplish the most in efficiency 
of oreration? 


RECE!. \NG INTO. INVENTORY 
A-companying this article are 

thre ‘ypical layouts for triangular 

pre ies. It would be possible to 


illustrate many, many more than 
these three, and still be within the 
limits of good planning. But these 
particular examples have a wide ap- 
plication; features of all three can 
be incorporated in other layouts 
and be equally as effective. Almost 
any triangle can be adapted from 
them to accomplish an orderly, effi- 
cient flow of materials through it. 

You will note that provision is 
made in all three for receiving ma- 
terials both by rail and motor 
freight. While most lumber is still 
shipped by rail, many other prod- 
ucts, particularly those distributed 
from jobbing or _ concentration 
points, are delivered to the yard in 
trucks or tractor-trailers. 


If such is possible, it.is better to 
have separate unloading points for 
each. In the first example, the rail 
spur flanks one side of the yard. 
This is typical of many yards. Note 
that materials move into both the 
shed and the warehouse from the 
spur, which necessitates the type 
of shed that will receive and dis- 
burse materials from either side. 


With the increase in motor 
freight shipments, it -is necessary 
to provide adequate alleys for them 
to enter, unload, and leave. Former- 
ly, a 20 foot alley was considered 
adequate in a.yard.. This, however, 
is not sufficient, particularly if a 
rail spur is also included, or if the 





TRIANGULAR YARD ARRANGEMENT 


EXAMPLE I—The arrangement of 
this yard permits a “U" type traffic 
flow, and eliminates all areas of con- 
gestion. The black arrows indicate 
points at which materials are re- 
ceived into inventory, both by reil 
and by motor freight. White arrows 
show flow of traffic through the yard 
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EXAMPLE 2—Highly efficient arrangement is achieved in this property, 
¥ using the "L" pattern of traffic flow. Both the shed and the material ware- 
4 house are designed with a separate feceiving and shipping point 
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streets, has only one position for 
handling and distribution layout has been achieved 


This yard, situated at the angling intersection of two major 
poy hee a ~ “the office at store. While it is more 


desirable to-have a more central location for them, an otherwise effective 
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THE FLOW OF MATERIALS THROUGH A YARD same structure. This system ha 


its advantages, but it must be cap. 
fully planned; work flow of gj 
et — products must be diagrammed(, if jt 
RECEIVED is to serve to its full capacity anj 
in YARD capabilities. 
: The open areas indicated in Ry. 
ample 1. and Example 2. may }p 
used for lumber, coal, sand, gravel 
brick, block, etc., as the particula 
operation requires. The area jy 
Example 1. is far better than tha} 
of Example 2. because it is more of 
a rectangular shape. Extreme cay. 
tion must be exercised in arrang. 
ing the open area that consists of 
a tight triangle. The best way is 
to arrange piles around the tw 
outside lines of the property, lear. 
Sotemcue ing an adequate space in the center 
BULK for trucks to enter, load, and leave. 
CELIVERY] The open area in Example 3. js 
CARRY not suitable for coal, and not par. 
ticularly good for lumber, due t 
SMALL be the distance it is located away from 
OELIVERY |] DELIVERY J the track. It is better suited for 
the storage of masonry products, 
either in the open or under a “T” 
YARD LAYOUT and planning is done primarily to provide the most efficient and shed. 
economical flow of materials from the time they are received into inventory until they 
are delivered or carried off by the customer. BUILDINGS SHOULD BE SQUARED 

An important point in the ar 
rangement of all three, and a prin. 
ciple that applies to all triangular 
layout, is that wherever possible all 
buildings should maintain a square 
or rectangular shape. In most cases 
it is both inadvisable and costly to 
erect a building of a shape t 
square off the appearance of the 
yard. 

Sometimes this is impossible 
The store and office building in Ex 
ample 3. must necessarily be | 
cated at the most advantageous 
































lane is the major traffic artery yard. The best place for the turn- 
through the yard. ing point to be located is at the 
If the drive must accommodate farthest point from the entrance, 
trailers unloading, company trucks making the traffic pattern similar 
loading or passing by, or customer to the “U” with the exception of 
traffic, it should be a minimum of the common driveway for two-way 
30 feet in width. This, of course, traffic. 
does not apply to aisles within Such a driveway should be wide 
warehouses; even those with adits enough, however, to accommodate 
for trucks and other mechanical traffic in both directions at the 
equipment. Normal traffic aisles same time, and all aisles within the 
within a storage warehouse are yard should be of sufficient width 
about 8 feet wide. to prevent piling up of vehicles spot to draw store traffic. This 
A SEPARATE ENTRANCE AND EXIT while loading or unloading at any = jeing at the intersection of the 
In each of the three examples point is under way. two angling streets, the building 
illustrated in this article, there is THE BUILDING PRODUCTS WAREHOUSE has to be planned accordingly. 
a separate entrance and exit. This Each of the three examples also But in most cases, triangular 
is the preferred arrangement be- includes a material warehouse. Two buildings present awkward internal 
cause it minimizes congestion. In of these are more or less square, corners, hard to utilize, and there 
Example 1. the traffic flow is in a the other a long rectangle. This fore much too costly for enclosed 
“U” pattern, a highly efficient lay- type of storage building is gaining space. 
out in yards of all shapes. In rapid acceptance by retail lumber On the other hand, you will note 
Example 2. the “L” pattern is fol- and building products dealers, be- that the arrangement of rectangu- 
lowed. This is also effective, pro- cause it is a logical way to store a lar buildings on the property in Ex 
viding ample room is provided at wide variety of materials, even amples 1. and 2. present a saw 
the turn to eliminate a possible lumber. Such a warehouse pro- tooth line. This is not objectionable. 
bottleneck at that point. Example vides a wide expanse of floor space, The wider adit that is thus pre 
3. also employs a “U” plan. entirely flexible from the stand- sented to the buildings simplifies all 
Many yards, however, cannot point of material storage. It is yard traffic with a minimum o 
easily adapt their layouts to include ideal for use with mechanical congestion. 
both an exit and an entrance, but equipment of all types, and it also An extensive store -and_ small 
must make one driveway perform affords in and out handling with product warehouse is indicated 
the function of both. Thus, traffic maximum efficiency. each of the three examples. Wheth- 
in the yard at some point or an- Many entirely new yards are be- er or not a dealer desires to incor- 
other must double back. ing planned today with only one porate facilities for intensive col 
This is not difficult to include warehouse for all products, includ- sumer merchandising has 20 
in modern planning, if a turning ing lumber; with the office and bearing on the overall pattern of 


area is provided somewhere in the _ store at the front as a part of the (Continued on page 65) 
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PLYWOOD TOWER, 30 feet high, is an 


eye-catching feature of the new Dumont 
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HREE YOUNG MEN, the old- 

est 36, and all inexperienced 
in the business, have taken an old 
lumber yard in Dumont, N. J. and 
tripled its dollar volume within two 
years. Last year they built a $50,- 
000 display room adjacent to a 
heavily traveled street and set up 
an advertising and merchandising 
program to go with it. 

Although handicapped by lack of 
experience in the building materi- 
als business, the young men are 
fast overcoming this hurdle by 
making the most of manufacturers’ 
sales aids and the helpful advice of 
salesmen who call on them. 
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geou M™™ Two of the firm’s executives, 
This @@Frank J. Lynford, 31, president, 
f th Mand N. L. Davis, 34, secretary- 





treasurer, have combined their 
| practical experience in the store 
gular fm and yard with the New York Uni- 
ternal fame Versity short-course in light con- 
there: fm Struction. Their classroom contacts 
Josed WIth manufacturers’ representa- 
tives have proved doubly helpful. 
note fae Lhe third active partner is Frank’s 
angi- fag other, Ralph, who is store man- 
n Ex- Me *8er. 
saw: The boys are constantly adding 
nable Me 2eW lines. In the past year they 
pre have taken on wallpaper, builders’ 
ies all hardware, kitchen cabinets, un- 
m of je P@inted furniture and an expanded 
& line ot paint. Kitchen moderniza- 
small jm ton one of their specialties. 
od in Mrs. Lynford, wife of the firm’s 
heth- Presiccnt, has a college degree in 
neor- architecture. She and her husband 
con & alternate in measuring kitchen 


ilding 






sno Jobs ‘The response from a display 

rn of ad c-ering free kitchen layout 
Service was so good that 4,000 re- 
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(N. J.) Coal & Lumber Co. display room. 


Consistent advertising and 
smart promotion — combined 
with an alertness to the needs 
of their trading area—are 
building an increasing con- 
sumer volume at this Dumont 


(N. J.) firm. 


Young Men With Ideas 





prints of this ad were made for 
direct mail purposes. 

Sales have increased from $70,- 
approximately 
since the boys took over. They are 
spending one percent of their sales 
for advertising, which includes dis- 
play ads in two weekly newspapers. 
Their direct mail program has in- 
cluded AMERICAN LUMBERMAN’S A 
Guide to Better Living. Telephone 
surrounding 
towns are the primary source of 
names for direct mailings. 

With a former paint manufac- 
turer’s representative on the out- 
side sales staff, paint sales have in- 
creased to approximately $1,000 
per month. About 85 percent of 


Get Acquainted Sale 


Visit Our New Wash. Ave. Showroom 


WEEK-END SPECIALS 


THURSDAY - FRIDAY - SATURDAY ONLY 


















































DRAPERY HARDWARE has a strong 


appeal to women interested in interior 





4 SEALED i CELOTEX 
TURPENTINE WALL PLANKING 
per gol 85c sq. ft Gc 
7 VU. S. G. ° PINE 
CEILING TILE FOR SHELVING 
Sete OTD ‘an «(14 
. ‘ + 
y. j 
SHEETROCK DOUGLAS FIR 
2223's 
safe Airc rennin 9 foot 6c 
OPEN SATURDAY UNTIL 5:00 P. M. 
AMPLE PARKING FACILITIES 
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To eS = : = “tiny r } 
DUMO COAL and 
LUMBER, Inc. 
40 WASHINGTON AVE DUMONT 


DUmont 4-5430 or 0900 








WEEK-END SPECIALS are used to help 
build store traffic. 


the firm’s total sales are direct to 
the consumer. 


PROMOTION IDEAS 


Here are some merchandising 
and promotion ideas that the young 
firm has used to boost sales: 

Week-end specials: these are at- 
tractively featured in newspaper 
advertising. Bargain-minded shop- 
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pers are attracted by these specials. 

Drapery hardware: rod_ sup- 
ports, rod rings, pole rings and 
similar items have strong appeal to 
the woman interested in interior 
decoration. Manufacturer’s display 
rack with every item named and 
priced has proved an attention get- 
ter. Consequently, Dumont’s sells 
a lot of closet rod. 

Plywood sheets: sales have 
zoomed since the new building, fea- 
turing a 30-foot plywood tower, 
was opened. Manufacturers’ sales 


aids are given prominent window 
display. 

Good will aids: flowers are de- 
livered to customers celebrating 
wedding anniversaries; a candy 
bowl is always available for chil- 
dren accompanying their parents 
to the store. 

The store is faced with six plate 
glass windows six feet wide and 11 
feet high; spotlights keep these 
windows lighted until late at night. 
Interior construction features ceil- 
ing tile, asphalt tile floor and plas- 

































ONE DEPENDABLE 
SOURCE OF GUARANTEED 
MERCHANDISE 


with mere than 1500 PROFIT-MAKING 
@ ONE UNIFORM HIGH 
STANDARD OF QUALITY 


@ OVER 50 YEARS’ 
EXPERIENCE 


as progressive designers, creators, 
manufacturers of BARN EQUIPMENT 


@ SALES-STIMULATING 


ADVERTISING 


in the NATION'S LEADING FARM 
PAPE 


























VENTILATING 
ROOF WINDOWS 
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AUTOMATIC 
7 ELECTRIC VENTILATORS 














VENTILATING STEEL 4 
BASEMENT WINDOWS 


@ ON-THE-SPOT "SALES 


CLOSING" ASSISTANCE 


from ENERGETIC ENGINEERING 
SALES FORCE 


Ring up MORE SALES. . . EASIER SALES 
. . . REPEAT SALES — with CLAY equip- 
ment... a@ “natural profits’’ line for the 
lumberman. Each CLAY dealer has the 
key to the dollar-packed farm market in 
his territory with this diversified line of 
barn, hog and poultry house items. Your 
farmer-customers prefer the proved supe- 
a of CLAY products. They know the 
CLAY name means sound engineering — 
exclusive features — outstanding perform- 
. ance. Get MORE than your share of the 
< > my to be sold for the many farm 
* buildings to be built in your community 
this year. Sell CLAY —it pays! 


Write 
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CATALOG G&G 


CLAY EQUIPMENT CORP. 
150 South Street 


CEDAR FALLS, |OWA 
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Credit AMERICAN LUMBERMAy 


AMERICAN LUMBERMAN;, 
given credit by these youthful pan 
ners for a good share of their sy. 
cess. Not only do they circulah 
their copy of AMERICAN LUy, 
BERMAN among themselves—ead 
one taking it home for careful s 
—but they use the annual Deal 
Products File as a ready-refereng 
counter book. 


This special issue is used not 
by members of the firm, but by cy 
tomers as well. When a question ¢ 
specifications or materials arises, th 
young. executives look it 





read it for themselves. 


“AMERICAN LUMBERMAN ; 
our bible," says President Fran 
Lynford, who selected it as the on 
national trade publication indisper 
sable to their business. 









ter walls. 
ture is the 30-foot plywood tows 
with 16-inch metal letters spelling 
out the name of the firm. These le: 
ters are easily remoyable with : 
wrench when it is necessary to var 
nish the tower. A decorative, yé 





Dumont Coal & Lumber, Inc., Has Everything 


= — 
\ = 3 7 = = 
Ss oT, a 
cosa tae SLAFFOLD OUTF TS BUME SCABFOLD NT 
Lodders Waterproofing 


Plaster Jocks “tases A 


Torpoulins 

Auto Top Carriers Caulking Guns © 
Rope Plaster Planks wet BARC 
Mixing Boxes Caulking Compound ZZ Eos 
Mason Planks Lodder Brackets Lz 
Mortar Pans Flag Poles —rn 
Roof Brackets Branding Irons sc 
Wheelbarrows Drop Cloths : 
Scoftold Brackets Beotson Choir - a 


Rubber Hose Painter Torches 


Mason Horses Root Cooting 


Shanties Root Cement Ue 
Window Jocks Tockle Blocks ™ 
Tool Boxes P 1 Tool 

Sosh Cord ape. .tanger 'ools oa! 


Rooters Wheels Pump Jocks 
Plaster Planks Putlocks oF WS 


DUMONT COAL & LUMBER, INC. 


40 WASHINGTON AVENUE DUMONT. N.! 
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DUMONT 4.0900 





LARGE POSTCARD is used as one ‘i 
rect mail piece to indicate the numerot 
items available in the store. 





practical feature, is the cemelt 
surfaced terrace at one end of the 
building, an ideal spot to display 
lawn and garden equipment. 

The young partners plan anothe! 
new addition (40x50) for complete 
hardware and paint lines in the 
rear of the present building. The 
intend to establish a reputation 4 
the most progressive building m* 
terials organization in the area. 





























A striking exterior fe. § 
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SHOPPING HINTS HELP 
BUILD STORE TRAFFIC 


REMINDERS and_ suggestions 
for shoppers can be used just as 
effectively by building materials 
merchants as by the grocer or any 
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BURRITT’S in Bridgeport, Conn., has a 
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other retailer. The illustrations 
here show how two eastern dealers 
use the suggestion idea. 

Burritt’s in Worcester, Mass., 
sets off its list of suggestions by 
framing them in a separate box in 
its newspaper ad. 

No one jJeaving Sawyer’s in Wor- 
cester, Mass., can miss the attrac- 
tive sign, “Forget Anything?” 
near the door. Below are listed 
the following suggestions: bulbs, 
glue, 3-in-1 oil, turps, can opener, 











“FORGET ANYTHING?” asks this sign, 
listing a score of items this lady may 
need before she leaves Sawyer’s, Worces- 
ter, Mass. 


broom, electric cord, knife; paint, 
tacks, clothes’ line, cleaner, glass, 
sandpaper, varnish, screws and 
nails, putty. 








STAGE CHRISTMAS PARTY FOR KIDS 


Goodwill show features films, booklets popularizing industry 


RESTRICK LUMBER CO., De- 
troit, Mich., believes in cultivating 
its future customers at an early 
age. The company’s first annual 
Christmas party was attended by 
1,600 children who received candy 
and a copy of the American Forest 
Products Industries booklet, “The 
First Business in America.” 

W. C. Restrick opened the party 
with a Christmas greeting to the 
children followed by a 21-hour 
motion picture show, which in- 
cluded the Weyerhaeuser techni- 


color picture, “Trees and Homes.” 
Handbills announcing the show 
were distributed to the schools in 
the area. Parents were also in- 
vited. Assisting Mr. Restrick were 
Bud, Bill and Tom Restrick and 
Billy Rogell, former Detroit Tiger 
shortstop, now a city councilman, 
popular with the children because 
of his playground work. 

The party, which was held in a 
local theater, was so successful that 
the Restrick Lumber Co. is plan- 
ning to make it an annual affair. 





















CHILDREN receiving the booklet, “The First Business in America,” from W. C. 
Restrick at the first annual Christmas party sponsored by the Restrick Lumber Co. 
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Planning Your Advertising Program 


First of a four-part series of exclusive articles. Before you 
start, can you answer “Yes” to these questions: Is my business 
properly managed? Are my salesrooms attractive? Can | 
offer adequate financing arrangements? Are my stocks com- 
plete? If you've answered “Yes” to these questions, let’s con- 





What This Series Will Cover 


This is the first of a series of spe- 
cialized articles about advertising in 
relation to the retail lumber dealer. 

These articles, written exclusively 
for AMERICAN LUMBERMAN, will 
answer many of the questions posed 
by dealers who find advertising one 
of their baffling operational prob- 
lems. 

Here are some of the topics Mr. 
Aylin will cover: 

1) What advertising does. 

2) How to build an effective ad- 

vertising campaign. 

3) How to secure advertising 

leads. 


4) How to prepare an advertising 
budget. 


5) When to advertise. 
6) What media to use. 





I ’"D LIKE TO murder the guy 
who first said, “It pays to 
advertise.” 

He could have said, just as well: 
“It pays to eat,” or “It pays to 
sleep.” The trouble with that time- 
worn cliche is that it just doesn’t 
go far enough. 

Sure — it pays to advertise, but 
only if you do it intelligently and 
if you follow certain tested, basic 
advertising practices. These 
successful advertising practices, 
which we discuss in this series of 
articles, have been learned the 
hard way — through trial and 
error — and through the expendi- 
ture of millions of advertising 
dollars by many of our most 
successful retail merchandisers 
throughout the nation. Knowing 
these tested advertising prac- 
tices will make it much easier for 
you to set up your advertising 
program, and to handle your ad- 
vertising intelligently. 
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sider what advertising can do for you 





ROBERT N. AYLIN 





About the Author 


Robert N. Aylin, president, Aylin 
Advertising Agency, Houston, Tex., 
founded the agency which bears his 
name after his return in 1945 from 
active service in the U. S. Coast 
Guard. 

Prior to World War II, Mr. Aylin 
was vice-president of the Gulf Coast 
Lumberman, southwestern building 
materials trade journal. The Aylin 
Advertising Agency serves many dif- 
ferent clients in the building mate- 
rials field. Among these are two op- 
erators of line yards who own over 
100 building materials stores in the 
southwest. 

During the past 12 months, Mr. 
Aylin has traveled over 10,000 miles 
addressing meetings of building ma- 
terials dealers throughout the south- 
west on the subject, “An Advertising 
Program for a Retail Yard and How 
to Handle It.” The subject matter 
of his lecture, which is presented in 
illustrated article form in AMERI- 
CAN LUMBERMAN, has become a 
part of the short-course curriculum in 
building materials merchandising at 
Southern Methodist University, Dal- 
las, Tex. 
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By Robert N. Aylin 


President, Aylin Advertising Agency, 
Houston, Tex. 











Before we discuss these tested 
advertising practices, it would 
be a good idea first to make 
sure you are ready to let adver. 
tising help you. There are four in. 
portant questions that you should 
answer before advertising can 
help you. See if you can answer 
“ves” to these: ; 








1. Js my business properly 

managed? 

Good management means proper 
instruction of your entire person- 
nel from the truck driver to the 
owner. This is highly important, 
this matter of trained personne, 
because no matter how strong your 
advertising is, if it creates cus 
tomers for you and they are not 
properly handled when they enter 
your yard, call your yard on the 
phone, or when the materials they 
buy are delivered to their job, 
you are wasting your advertising 
money. 

Proper billing, the intelligent 
handling of accounts on _ your 
books, the manner in which yol 
write business letters, the tele 
phone technique of your switch 
board operator — all these factors 
have a direct bearing on the suc: 
cess or failure of your advertising. 






















2. Are my salesrooms 
attractive? 

Surveys show that building me 
terials stores which are most suc 
cessful are always well-lighted, 
inviting, clean. The stock is wel: 
arranged and attractively displayed. 
The front of the store is inviting. 
All items have prices _ plainly 
marked on them. This makes i 
easy for the customer to buy. 
















3. Can I offer adequate financing 
arrangements? 
Financing arrangements should 
be available for your customer 8? 
that when he reads your advertis 
ing and comes to make his pur 
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ANEW “HOME - FIX- UP” DEPT. 


NOW you can 


BUY your compere 


HOME REPAIRS 


on a EASY-PAY Budget Plan! 





Yes! At Baltimore Lumber Co.'s 


You Can Buy Both Tne Labor 
And Lumber And Pay By The Month 
No Job Too 
Smoll or Too 
lorgel 


Nothing Down 
Up To 3 Yeors @ 
To Pay! 





ANY WORK 


From the Roof Down! 
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FREE: ESTIMATE: 


m tt Boltimore 1, Md. 
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From the Cellor ‘Up! 
FIX UP! 


YOU CAN PAY AS LITTLE 

AS $6:00 PER MONTH FOR 

COMPLETE INSTALLATIONS! 
or 

IF YOU WANT TO DO THE 1 | 

JOB YOURSELF, YOU CAN A | 

BUY THE MATERIALS AND h. 


Pay os you can on our EASY-PAY Budge? Plan 


worry, and money by getting * 
ale and skilled workmanship backed 4 
by the reliability of Baltimore Lumber Co.'s 43 years i i 
of progressi 


LET US GIVE YOU A 


FREE ESTIMATE 


NO OBLIGATION TO BUY ANYTHING! 


WHAT WORK DO You) @ 


Either wey yeu sa 


top quality mater 


e time 


© business experience! 


WANT DONE? nM 

) Check These Necessary Improvements o} 
yf 6° Attics * Kitchens . 

* Additions * Picket Fences 

* Bathrooms * Porches 

* Club Cellars - © Remodeling 

* Doors & Windows ® Roofing q 

* Floors * Shelving 

* Garages * Siding 


* Storm Sash, Ete, 
D THIS” “COUPON FOR: 


o OaLiGaT 1ON 
O'SUY ANYTHING 
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| BALTIMORE LUMBER CO - 
yap N. Howord St, H 


Gentlemen mm) \ 
We ore interested in your Caty Payment Plan 
ond would like prices on the following: 


} Please have your estimeter coll on us os soon 
25 possible, 












ORCALLEITKEROF | 

THE PHONE NUMBERS | °*"*" 
SHOWN BELOW. Good 

ASK FOR 


“HOME-FIX-UP” DEPT, i ee 


’ Phone 
‘see Siz, y ' i 


lu * yee, q LEA1496 | 


Paar Ll ariaoft UNGER Cl CO 
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EASTERN AVE. & HAVEN Ii 
EASTERN 6000 
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Contractors’ Supply and Lumber Co.., 
cards. 


EXHIBIT at your local home show is good for many sales leads. 
Houston, Tex.., 
Free prizes from the firm’s appliance department were offered booth visitors. 





This exhibit by the 
resulted in 20,000 active prospect 


The exhibit was also responsible for on-the-spot sales of appliances, wood paneling, 


repainting and remodeling jobs. 


chase, whether it be a new home, 
a remodeling job, a new garage, 
a new kitchen, or any other large 
purchase, he can, with the least 
amount of time and trouble, with 
your assistance finance his pur- 
chase. The easier you make it for 
him to finance, the more your ad- 
vertising will pay. 
4. Are my stocks complete? 

Keeping a want book and check- 
ing your inventories at regular 
intervals help to assure adequate 
stocks in your sales room. If you 
don’t have it, you can’t sell it. 
Famous last words: “I’m sorry, we 
just ran out of that item.” Ade- 
quate stocks will help your adver- 
tising pay. 

Assuming you’ve answered “yes” 
to all these questions, then the 
next step is to list the jobs ad- 
vertising can do for your business. 
If you'll analyze retail advertising 
very carefully, you’ll discover four 
important tasks that advertising 
can do for you. 

1) Secure active leads. 

2) Create direct sales. 

3) Tells the public about your 

products and services. 

4) Build prestige for your yard. 

Your advertising should be de- 


HOME REPAIRS, always a problem for 
the home owner, are offered in one pack- 
age by the Baltimore Lumber Co., Balti- 
more, Md. The ad suggests a score of 
improvements and includes a coupon re- 
quest for a free estimate. Time payment 
is featured. 









signed to excite the customer’s in- 
terest sufficiently so that he will 
phone, write or visit your yard for 
more information about specific 
products or services which you of- 
fer. A typical example of an ad- 
vertisement which is designed to 
secure active leads is the one 
shown here of the Baltimore Lum- 
ber Company. Everything in this 
advertisement is done to make it 
as easy as possible for the reader 
to get a free estimate on the fol- 
lowing improvements: 


Attics 
Additions 
Bathrooms 
Club Cellars 
Doors & Windows 
Floors 
Garages 
Insulation 
Kitchens 
Porches 
Remodeling 
Roofing 
Shelving 
Siding 

The reader learns that he can 
either ’phone, visit the yard, or 
mail the free estimate coupon 
which is included in the advertise- 
ment and which plainly states that 
it incurs no obligation. A very im- 
portant feature of the advertise- 
ment, especially if. you are in a 
metropolitan area, is the state- 
ment: “You can pay as little as 
$5.00 per month.” Notice that no 


Picket Fences 
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total costs are mentioned on any 
of these items. This is important 
in installment selling. Small 
monthly payments are much bet- 
ter than a large total price. Every- 
thing is made as easy as possible 
for the buyer to take immediate 
action when he reads the adver- 
tisement. 

Another proven method to cre- 
ate active leads is to have an ex- 
hibit at your local home _ show, 
building materials show, county 
fair, or state fair. A highly suc- 
cessful user of this type of adver- 
tising is Contractors’ Supply and 
Lumber Company, Houston, Tex. 
At a_ recent building materials 
show, they offered free prizes from 





LET a 


DICKEY & CLAUSON 

PLAN A PINE ROOM 
FOR YOUR HOME! 
—— 








Worm, friendly Knotty Pine paneling is an ides 
it grows more beautiful w 


NO CHARGE FOR ESTIMATES 


INSULATE 
FOR WINTER 


.. 





FENCE PICKETS 











ZONALITE LOOSE 
FILL INSULATION 


Easy to pour. Vermin proof. Saves 
30°, on heating Beg covers ap 
pros. 17 sq. #. 3 in s 

thick, PER BAG... 


FELT-ROK 
€ ol Beg covers 10 
thick EASY TO Carloed 
+ yourself and seve NG in fall blend colo 
-89 ARRIVED. Per $s 
100 





Pi 
of 210% J-tab ROOF 





. eee 0 sq ft tees 
Buy on the D & C Easy Payment Pian—Nothing Down—36 Months to Pay 


ICHEN CARUSO 





FREE ESTIMATES always invite sales 
leads. Again, time payment (“Nothing 
Down and 36 Months to Pay”) is an 
added inducement to start the job now. 
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Fill our this card for drawing on 
Philco Deep Freezo and other free 
prizes to be given away October | 0th 
at our booth. 


Check items you are interested in. 


Kitchen Remodeling 
Garbage Disposal 
Washing Machine 

Dish Washer 

lroner 

Home Freezer 
Refrigerator 

New Gas or Electric Stove 
Floor Furnace 

Air Conditioner 

New Home 

New Roof 

New Paint Job 
ITI 6556s cc sew cies yrs aeoes 


COUTRACTORS SUPPLY & 
LUMBER COMPANY 
6401 HARRISBURG — HOUSTON, TEXAS 
W. 3-1608 
You Do Not Have to Be Present 
to Win 





SAMPLE lead ecard filled out by visitors 
at the booth maintained by Contractors’ 
Supply & Lumber Co., Houston, Tex. 
Four direct sales resulted from the first 
60 cards. Over 90 percent of the visitors 
checked at least one item. 


their appliance department’ to 
booth visitors. In order to win a 
prize, the visitor had to sign the 
card illustrated here. There was 
no obligation, but the card in- 
cluded a list of many items sold 
by the various departments of the 
building materials firm. 

At the end of the 12-day show, 
the company had on hand a total 
of 20,000 active prospect cards on 
which over 90% of the booth visi- 
tors had checked one, two or more 
items! The cards were turned 
over to the sales department and 
from the first 60 cards, four direct 
sales were made by the company’s 
trained salesmen. The exhibit was 
also used to make on-the-spot sales 
of appliances, wood paneling, re- 
painting, and remodeling jobs. 

There are many ways to create 
active leads. Your manufacturers 
furnish newspaper mats. Radio 
spots furnished by manufacturers 
do this same thing. Direct mail 
pieces are available for manufac- 
turers, trade associations, and in- 
dustry bureaus. 

In our next article in AMERICAN 
LUMBERMAN, we’ll discuss how ad- 
vertising can accomplish the three 
other big jobs besides securing ac- 
tive leads. 


Four Easy Steps 
For Tustalling 
Asphali Ti; 


A SKILLED CREW of two workmen @ 
lay 1,500 to 2,000 square feet of asphah 
tile per day. 


1. Floor preparation: asphalt 
tile can be applied directly tog 
cement sub-floor or to a norm 
wood floor. In case of wooda 
floors be sure all large cracks ar 
filled and nails driven in flush 
Over the wooden surface placei 
layer of No. 15 asphalt saturate 
felt and fasten it with linoleum 
cement. A thorough cleaning an 
smoothing out of the rough spots 
is all that is needed in the cased 
cement floors. 

2. Laying the cement: using’ 
notched trowel, a thin layer of a 
phalt tile cement is applied to th 
felt covering or directly to the cor 
crete sub-floor. Allow the cement 
to dry for at least 30 to 60 minute 
until it becomes tacky before laying 
any tile. . 

3. Laying the tile: first lay 2 
chalk line or select a perpendicular 
wall from which to work. The cr 
ner of each tile should be put inte 
position first and then the tile 
simply dropped in place. Most it 
stallers lay a row of four or fivt 
tiles along the chalk line or wal 
and then build out from this rov. 

4. Finishing: a hand shear i 
available for cutting tiles to ft 
the edges. To fit around doorways 
water pipes, fixtures, etc., a blow 
torch is used to heat the tile ané 
then it is cut with a sharp knife 
A piece of chrome trim should & 
nailed into position at each & 
trance to prevent damage to & 
posed tile edges. A plastic cov 
base may be used as a replacememi 
for old-style wooden baseboards. 
An occasional waxing is all that® 
needed to keep the floor bright 
clean and lustrous for years ® 
come. By A. G. Kennedy 

Hachmeister, Inc. 
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Seas For Your Yard? 


EASY access to the top of the pile is 
possible by extending one or two 
boards at regular intervals. 
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ING Propucts MERCHANDISER 


CLEAN INVENTORY and fast service 


are two advantages of color-marking 


moldings. 


UNUSED COAL 
into a good sales 
ing shingles. 


BIN is converted 
aid for merchandis- 


Color-marked moldings save 
time; an old coal bin is turned 
into a shingle display; a built- 
in lumber pile step ladder— 
these are practical operating 
hints in effect at the Kennedy 
Lumber Co., Trenton, N. J. 


ENNEDY LUMBER CO. in 
Trenton, N. J. has_ several 
time-and-labor-saving devices that 
other yards can easily adopt. For 
example, take the color identifica- 
tion system which makes it easier 
to select the right length of mold- 
ing. The ends of all molding are 
marked with a color crayon, each 
color corresponding to a nearby 
wall chart. Yellow-marked ends are 
10 feet long; blue ends are 12 feet 
long; red-marked ends are 14 feet, 
etc. 

All even lengths of molding are 
crayoned in one color and odd 
lengths are crayoned in two colors. 
The chart lists even-size lumber on 
one side and odd-size on the other 
side plus the colors and the lengths. 

“We used to stock moldings ac- 
cording to size,” explained Man- 
ager M. J. Kearney, “but we found 
that self-service customers mixed 
up the various sizes. Now it makes 
no difference. We just look for the 
size we want on the chart, note the 
identifying color and pull the 
length out of stock.” 

The company’s coal bin, no longer 
in use since it stopped handling 
coal, has been converted into a 
shingle display. The entire top, 
front, back and sides of the old bin 
have been shingled in several dif- 
ferent styles. 

“When we stopped our coal op- 
erations, I thought we would get 
rid of our bins,” said Manager 
Kearney. “Instead, we found an 
excellent use for them. Other lum- 
ber dealers have told us they like 
the idea and are going to do the 
same thing with their bins.” 

How often have you wasted time 
hunting for a ladder to get to the 
top of a pile of lumber? The Ken- 
nedy Lumber Co. stacks its lumber 
in easy-to-climb piles, building a 
step ladder into each pile by ex- 
tending boards from the piles at 
regular intervals. 

If the boards are thin, two boards 
are used to give added strength. 
The steps have saved a lot of lad- 
der hunting. The weight of the 
pile holds the steps in position. 
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“BUY” WORD 


FOR PLASTIC WALL TILE 
* 


%& HOME OWNERS DEMAND 


TILE-RITE 


FOR NEW and OLD HOMES 
-- they know it gives per- 
manent beauty to walls in 
kitchens, baths, laundries, 
etc, 


w& THE MARKET JS BIG and 
STILL GROWING. 


% TILE-RIGHT ADVERTIS- 
ING and PROMOTIONAL 
AIDS will help you get 
YOUR SHARE of this BUS- 
INESS. 








































%& SELL TILE-RITE Plastic 
WALL TILE for CONTRAC- 
TOR APPLICATION and 
OVER THE COUNTER for 
SELF INSTALLATION by 
the HOME OWNER. 


This display plus 
TILE-RITE Merchandising 


Aids will make sales for you. 


WRITE FOR DETAILS 


tHe L LLE-RITE co. 


5109 EUCLID AVE., CLEVELAND 3, OHIO 
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California dealer’s guns and 
reels have great advertising 
value 


ALMOST everyone in Coronado, 
Calif., thinks of Ben Seymour and 
Bay Lumber and Supply Co. when 
they think of a rifle or a reel. Even 
when a man walks into the average 
hardware store in this town of 
9,000 persons and asks to see a 
30-30 or .22, chances are the store 
owner will say: 

“Try Bay Lumber at 101 Orange 
Avenue. They’ve got the best stock 
of guns in Coronado.” 

The point is this: Ben Seymour, 
general manager, Bay Lumber and 
Supply Co., gets a lot of free ad- 
vertising and business promotion 
from the firm’s hunting and fishing 
line. 

“The sporting goods volume it- 
self is not large—about 5 percent 
of our total volume,” says Mr. Sey- 
mour, himself an ardent sportsman. 
“But the promotional value and 
traffic value is good enough so that 
I was able to reduce our newspaper 
advertising on the strength of it.” 

The addition of hunting and fish- 
ing supplies three years ago is 
bringing new faces into the store. 


SPORTING GOODS 


eee SO /, ~ ee he 
acing. | 
BEN SEYMOUR, general manager, Bay Lumber and Supply 
Co., credits sporting goods for boosting sales of general build- 
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For example, before Bay Lumber 
stocked hunting and fishing sup 
plies a local hotel bought just it 
cidental materials now and the. 
Now Mr. Seymour sells this same 
account materials totaling $2,000 to 
$3,000 annually. This is the re 
sult of “talking shop about a mv 
tual interest.” The hotel manage 
is a sportsman. He thinks of Ba 
Seymour when he thinks of buying 
paint and other maintenance sup- 
plies. 

Mr. Seymour says it takes about 
$2,000 inventory to stock majo 
hunting and fishing supplies if 3 
dealer is near a source of supply; 
about twice this amount in outly- 
ing areas. He limits his stock t0 
just two sports—hunting and fish 
ing. He knows these sports hin 
self and can advise customers 0 
them. 

Bay Lumber gets additional store 
traffic by selling hunting and fish 
ing licenses. Mr. Seymour supplies 
his customers with information: 
where to get boats, condition 
lakes and streams, regulations, 
hunting conditions and territories 

“We make Bay Lumber a ‘port of 
call,’ a place where a sportsman cal 
get all the information he seeks; 
says Mr. Seymour. 
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ews of National Interest trom Organized Dealer Groups 


CONVENTION NEWS 


ORTHWESTERN 


Upper Midwest dealers hear 

key speakers; elect officers 
SPEAKERS at the 60th annual 
onvention of the Northwestern 
Lumbermen’s Association, held 
anuary 17-18-19, 1950, at the 
municipal auditorium in Minneapo- 
lis foresaw increasing need for bet- 
er merchandising and more en- 








thusiastic selling, foresaw a high 
business level for the first half of 
1950, and called on dealers to as- 
sume. an increasing responsibility 
and interest in national affairs. 
Gates Ferguson of the Celetex 
company said dealers must become 
merchants—not mere dealers. 
Clyde Fulton, vice-president of 
NRLDA, from Charlotte, Michigan, 





OKLAHOMA ASSOCIATION OFFICERS HOLD MEETING 
— " nT 
pe ee 


Walter Hinton, Geo. C. Wright Lumber Company, Altus, Oklahoma, 1950 president of 
the Oklahoma Lumbermen’s Association, recently called the first meeting of new 
officers and directors to set the year’s budget and to outline projects the association 
will undertake in the next twelve months. Those attending the meeting are, left to 
right, sitting: W. K. Hicks, Rounds & Porter Lumber Co., Frederick; Sy Akard, Akard 
& Caton Building Materials, Enid; Walter Hinton, Geo. C. Wright Lumber Co., Altus, 
president; Paul Leonhard, Chaffin Bros. Lumber Co., Oklahoma City, vice president; 
Alfred Leonhardt, H. E. Leonhardt Lumber Co., Oklahoma City, treasurer; L. O. Wil- 
liams, Wheeler Lumber Co., Sallisaw; left to right, standing: W. M. “Bill” Morgan, 
Oklahoma City, executive secretary; L. I. Parks, Antrim Lumber Company, Lawton; 
Virge Steger, Steger Lumber Co., Durant; Les Sayre, Jameson & Sayre Lumber Co., 
Norman; Hugh Hennen, Long-Bell Lumber Co., McAlester; Todd Boggess, T. R. Bog- 
gess Lumber Co., Ponea City; Jack Bell, Jack Bell Lumber Co., Shawnee; J. D. Bartlett, 
Clinton Lumber Co., Clinton; Walter Kelly, Hope Lumber & Supply Co., Tulsa; Barney 
—. Jr., Barney Stewart Lumber Co., Oklahoma City; and Reba Jackson, Oklahoma 
ily, secretary. 





EL PASO DEALERS HOSTS AT ORPHANS CIRCUS PARTY 


. z y PUA /. gia 


lifford, until recently president of the El Paso (Texas) County Lumbermen’s 


Association, reports one of the most successful and heart-warming public services his 
club s undertaken was a recent circus party club members gave for approximately 
100 orphans. In addition to seeing Ringling Brothers-Barnum and Bailey’s circus, each 
1 ‘4s given ten nickels to spend. Leo Hines of the Mayfield Lumber Company, 
l Paso, was in charge of the committee handling the party. 

Bu 


ILDING Propucts MERCHANDISER 


believes dealers up and down the 
line must show a more active in- 
terest in government to maintain 
our free enterprise system. 

Roy Wenzlick, nationally famous 
economist, predicted six months of 
excellent business, with a drop of 
as much as ten percent for the 
second six months. 

R. V. Porter of Oskaloosa, Ia., 
was reelected president for a sec- 
ond term. The elections named 
Walter Buckholz of Minneapolis 
vice-president for Minnesota; Cole 
Berry of Shenandoah vice-president 
for Iowa; John Alsop of Fargo 





R. V. Porter, Oskaloosa, Ia., who was re- 


elected president of the Northwestern 
Lumbermen’s Association at the annual 
convention held January 17-18-19, 1950, 
at Minneapolis. 

vice-president for North Dakota; 
and Karl Benz of Sioux Falls vice- 
president for South Dakota. W. H. 
Badeaux of Minneapolis was re- 
named secretary. 


MICHIGAN STATE 
Folder on four year course 
at Michigan State revised 

Paul A. Herbert, Head, Depart- 
ment of Forestry at Michigan 
State College, announces the re- 
vision of the department’s folder 
describing the “Light Construction 
and Lumber Merchandising” 
course. This four-year course, in- 
stituted in 1942 at the request of 
the building supply industry, has 
met with approval from builders, 
lumbermen, and building material 
dealers. 

The folder includes pertinent in- 
formation relative to the founding, 
purpose, and scope of the course. 
Included is a list of the courses 
which are offered during the four 
year period. Copies of the folder 
may be obtained by writing to the 
Department of Forestry, Michigan 
State College, East Lansing, Michi- 
gan. 
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SERVING IS SELLING 


“I’ve haif a dozen minor repair 
jobs that Id like to have done if I 
knew anyone who would be _ inter- 
ested,” said the home owner to his 
neighbor. 

“Same here,” was the reply. 

The following Sunday one of them 
came across the “Let-us-fix-it-for- 
you” classified ad of a local lumber 
dealer who had the work done by 
cooperating workmen in jig time and 
at a reasonable cost for both home 
owners. All parties were happy about 
the whole thing and the lumber 
dealer, simply by becoming the co- 
ordinating agency between workmen 
and property owners, made many 
news friends and a long succession of 
profitable sales. 

Service is the all-important ingre- 
dient in every successful business. 


Selling Formula: (1) Knowl- 
edge of product and what it 
will do for the prospect (end 
use), (2) enthusiasm, (3) hard 
work. 


DIRTY FACE 


The long expanse of glass in the 
new front of the modernized lumber 
yard promptly became a liability in- 
stead of an asset because no facili- 
ties had been provided for keeping it 
bright and shiny. It will never be 
possible to compute accurately the 
high cost of fly specks but they cer- 
tainly have no standing as business 
getters in the lexicon of any success- 
ful merchandiser. 


Beiter bet a bit on budget buy- 


ing. It’s booming in other 

businesses. 

WHEN CUSTOMERS QUIT 
COMING 


When the customer doesn’t keep 
coming back it’s time to find out the 
reason why. Nothing is more flatter- 
ing to buyers than to know they are 
missed. Yet the comings and goings 
of customers receive little systematic 
attention despite the fact that if they 
should all happen to quit at the same 
time the yard would promptly close. 
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Human Relations . .. the great, 
unexplored area of activity in 
practically all segments of our 


highly - mechanized industrial 
world. 
* * * 


“"TWAS A WONDROUS YEAR" 


Few, if any, expected 1949 to break 
all existing housing records. In many 
sections of the country the outlook 
at the beginning of the year was any- 
thing but rosy. Despite the prevail- 
ing note of gloom the housing indus- 
try broke down the barriers of pessi- 
mism and forged ahead to new highs. 
And this is the industry that worried 
so many bureaucrats and eager- 
beaver politicians not so long ago! 


* * * 


Easy buying and easy selling 
seldom team up. 





NEITHER CAN WE! 


Another pertinent observation }; 
Dealer Nuzum: “Me can’t understanj 
the world’s weak sisters who pious\ 
shun the fun and fury of living... 
ery for more and more political sooth. 
ing syrup... and crawl back chili 
ishly into their comforting and bliss 
ful dream world where they hope t 
enjoy sweet security and freedon 
without effort.” 


* * * 














Nothing in the entire field of 
business transactions can even 
take the place of the right kind 
of personal contacts. 







* * * 


THE ALL-IMPORTANT HUMAN 
"TECH" 














ok eo * 


Price-cutting reached new highs 
(or shall we say “lows”) in many 
areas in 1949. Reasons: Over-supply 
of certain materials—under-supply of 
courage and confidence. Fear of new 
kinds of competition, new materials 
and new ways of doing business. Ag- 
gressive selling programs of mail or- 
der houses, chain stores, applicators. 
Hordes of truckers. Lack of appre- 
ciation of the need for moving up as 
close as possible to end-use. 


* * * 


A chance to make a sale, how- 
ever small, is an opportunity to 
make a friend and friends are 
priceless assets. 


PIE IN THE SKY 


Excerpt from the Season’s Greet- 
ings of a well-known lumberman 
(Ralph E. Nuzum, Viroqua, Wis.): 
“As a rugged old individualist we 
are not pleased at the prospect of 
getting free economic cake . . . pie 
in the sky ... or a whole house-full 
of give-away gadgets when it comes 
to surrendering our reversed liberty 
to some benign old dictator in a wel- 
fare state or praying to be blessed 
forever with something for nothing.” 


* * * 


There is no such thing as se- 
curity that isn’t earned. 
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Despite the importance of human 
relations in the field of selling, serve- 
yourself food stores have their def- 
nite appeal ... not because custon- 
ers prefer to wait upon themselve, 
but because of the way they are often 
treated by those who are supposed 
to help them make their purchases. 
The super-market where we do some 
of our shopping comes close to serve 
yourself protection, but still retain: 
a cashier who invariably makes 1: 
hot under the collar by the way shé 
slams into the cash register an 
throws the change at us. The im- 
portance of the human “tech” can 
never be over-emphasized. 





























































































Many a dealer is now referring 
to that annoying period of acute 
shortages as “the good old 
days.” 









* He * 


DON'T OVERLOOK THE POWER | 
OF WOMEN! 


We hear much about manpowe!. 
but woman power actually is more 
important in the sale of practically 
everything. “Purchasing - power - of- 
women statistics’ make fascinating 
reading for manufacturers and sell- 
ers of building materials. Neverthe- 
less, lumber yards . . . the point of 
sale . . . all too frequently do not 
measure up to the occasion in appeal- 
ing to women customers. 
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‘TRUSCON 


SERIES 138 
DOUBLE-HUNG 
WINDOWS 


e e* 
Seeeee® ® 


eee 


extremely 


e 





~ ee 


AUT OERE 


MEETING RAK, 
interlocking tu- 
bular sash rails 
with stainless 
steel weather- 
stripping. 












Siena Series 1 38 Double-Hung Windows in Garth Woods Aiatumaie, per 
New York, Geo. F, Pelham, Architect; Poet Morell Construction Co. Inc., Contractors. 


Ay 








JAMB. Full fength j 
stainiess steel 
weatherstripping 

ame... 
sdsh-way 


for easy operation. 




























design forms two- 
point weathering 
contact with sash. 








Truscon Series 138 Double- Sine Windows in 
Southern Pines School, Southern Pines, N. C., 
Laxton Const. Co., Charlotte, N. C., Contractors: 





Typical installation of Truscon Double-Hung Win- 
lows in a residence, “illustrating the wide, obstruc- 
tion-free glass areas, and the ample use of nature’s 


William Henry Deetrick, Inc., Archts., Raleigh, a. 


free sunlight and fresh air. 


.. extremely aWtacte in price 


The building world needed 
a window so strong, so efficient, so moderately 
priced that it would be adaptable to a wide range of 
construction requirements. Truscon applied all its exceptional 
facilities to the problem—great experience in windows, expert engi- 
neering talent, tremendous manufacturing facilities. Result: the Truscon 
Series 138 Double-Hung Steel Window is now the most widely used unit 
of its kind in residential, school, institutional and commercial structures! 
Due to the wide range of standard types and sizes offered, and the availa- 
bility of integrally built sill ventilators, together with fixed center panels, 
the designer can create a distinctive window arrangement exactly 
to meet any particular requirements. Modular standards 
employed throughout. Write for illustrated literature 
giving complete details. 


T R U S C Oo N STEEL.COMPANY 


Subsidiary of Republic Steel 
40) 8). (Ey 0O)')'s BO) 2 818) 


Warehouses and sales offices in principal citie 
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FREE Book on Truscon Steel Windows. Write for it. The Truscon 
Steel Company Manufactures a Conginte Line of Residential 
Double Hung Windows ...R ts... Security 
and Basement Windows . . . Screens ob Storm Sash . . . Metal 
Lath Products... Industrial Steel Doors . . . Coal Chute Doors 
« « « Steel Lintels . . . Concrete Bars . . . Welded Steel Fabric. 


Corporation 
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Products .... Sales 


1950 calendars showing “Uncle 
’Neas” in the role of “The Barefoot 
Philosopher” are available from 
Moore Dry Kiln Company. For copies 
write Moore Dry Kiln Company, Dept. 
AL, Postoffice Box 4248, Jacksonville 
1, Fla. 


The full Clark line of fork-lift 
trucks and towing tractors is shown 
in a new general catalog offered by 
Clark’s Industrial Truck Division. All 
pertinent facts necessary to a prelim- 
inary consideration of materials han- 
dling machines are made easily and 
quickly available. Data has been so 
arranged as to make comparisons be- 
tween various models as simple as 
possible. A copy of the catalog is 
available upon request to Clark 
Equipment Company, Dept. AL, In- 
dustrial Truck Division, Battle Creek, 
Mich. 


“Lumber for Homes” is a brand 
new movie provided by the West 
Coast Lumbermen’s Association. This 
16 M.M. color-sound film has a 20-min- 
ute running schedule. It is fast-paced, 
colorful and informative, unfolding an 
absorbing story of the use of lumber 
in home construction—with emphasis 
on the role of the retail lumber deal- 
er. Write for descriptive folder— 
West Coast Lumbermen’s Association, 
Dept. AL, 1410 S. W. Morrison, Room 
750, Portland 5, Ore. 


Donely Steel Mortar Boxes are il- 
lustrated and fully described in a new 
folder. Made of a single sheet of 
14-gauge steel-(Nos. 9 & 6 are 16- 
gauge) with unbreakable’ welded 
joints, the boxes are reinforced at the 
top with strong steel angles, thor- 
oughly welded to the box and to each 
other. Each box is protected by a 
heavy coat of aluminum paint. For 
descriptive folder, which includes 
sizes, dimensions and weights, write 
The Donley Brothers Co., Dept. AL, 
13928 Miles Ave., Cleveland 5, Ohio. 


Chief feature of Revere-Keystone 
Thru-Wall Flashing which is its pro- 
vision for a positive mechanical bond 
in every direction in the mortar bed 
used in masonry construction is de- 
scribed in an eight-page folder. Short 
form specifications for general appli- 
cation and for public work are in- 
cluded. Among the architectural de- 
tails are Thru-Wall flashings of high 
and low parapets, flat roof intersect- 
ing a brick wall, fire or party wall, 
typical lintel and sill, water table, 
top of foundation wall and fireproofed 
spandrel fascia beam. The Revere- 
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Aids .... Literature 


Simplex Reglet Spandrel system has 
been described in a six-page booklet 
as “an economical and efficient method 
of flashing spandrel beams and col- 
umn faces with enduring copper.” 
Short form specifications are included 
in the booklet as well as architectural 
details of such applications as a deep 
spandrel, a beam in back and in front 
of column face, a shallow spandrel 
and Revere-Simplex Reglet and cap 
flashing at rising brick-faced concrete 
wall where roof abuts. Write Revere 
Copper and Brass Incorporated, Dept. 
AL, 230 Park Ave., New York 17, 
m. 2. 


Posture Chairs in all available 
types including models for executive, 
secretarial and clerical use are illus- 
trated in a 22-page, four-color book- 
let, No. FF-116. Covering materials, 
including plastic coated fabric, ma- 
chine-buff leather, Bordeaux-Caval 
Mohair and Bedford Cord, all avail- 
able in a wide variety of colors, are 
illustrated in full-color photographs. 
The chairs minimize fatigue, accord- 
ing to the booklet, by providing gentle 
support where it is needed most. 
Write Remington Rand, Inc., Dept 
AL, 315 Fourth Ave., New York 10, 
N.Y. 


Border designs for plastic wall tile 
used in kitchens, bath and recreation 
rooms have been released by the Cer- 
mak Tile Co., of Cleveland, Ohio. Pre- 
pared to assist dealers in planning 
wall and trim designs, the new leaflet 
shows eleven basic patterns and ex- 
plains installation procedure fully. 


For copies of the leaflet “Suggested _ 


Custom-Built Border Designs,” write 
Cermak Tile Co., Incorporated, Dept. 
AL, 4715-19 West 35th St., Cleveland 
9, Ohio. 


How to protect wood from insect 
attack is told in a new six-page bul- 
letin published by the Chapman 
Chemical Company, manufacturers of 
Penta Preservative and other wood 
preservatives. Termite habits and 
signs of termite infestation are ex- 
plained; the bulletin then gives ex- 
plicit directions on how to prevent 
termite attack, and how to save wood 
already infested. Powder-post beetles 
and dry wood termites and their con- 
trol are also discussed. Copies can 
be obtained by writing the Chapman 
Chemical Company, Dept. AL, 770 
Dermon Building, Memphis 3, Tenn., 
and requesting Bulletin T-49, “Guard- 
ing Your Property Against Damage 
Like This.” 


January 28, 1950, AMERICAN LUMBERMAN & 






Residential Interior 
Steel Doors 

Two new developments in ya 
dential interior steel doors a 
announced by the Truscon Ste 
Company. The new line include 
swing-type steel door and fray 
for between-room use, and a ty 
sliding panel closet door. Pre 
sion engineered and manufactur 
of the highest quality steel, the 
doors and frames are reported j 
assure perfect fit and permane 
trouble-free operation. The swiy 
doors are of 1%.” thickness ay 








are available in a pleasing verticd 
flush panel design in one height 
of 6’-8” and in five width dime. 
sions from 1’-8” to 3’-0”. A choice 
of either 4%” or 614” dept 
frames and four types of Yale ani 


Towne type “D” brass _lock-sets 
are offered to meet all norm 
architectural requirements. The 


Sliding Closet Doors are availabl 
in two standard sizes: 4’-0” x 6’~" 
and 5’-0” x 6/’-8”. Each door is 
equipped with two ball bearing 
rollers, dense felt top guides ani 
rubber bumpers at jambs to pre 
vide smooth, quiet operation. Fir 
ger pulls are fitted into each pand 
at the factory. Write Trusco 
Steel Company, Dept. AL, Youngs 
town 1, Ohio. 


Frantz Announces New 
Sectional-Type Over-Head Door 
Frantz Manufacturing Com 
pany announces the addition of a 
new sectional-type over-head unit 
to be known as the No. 200 “Over: 
the-Top” Garage Door. A rigid 
track-supporting frame-work i 
provided which consists of sted 
angle, braces and straps for quick 
assembly and trouble-free service. 
Special. construction features it 
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A 3-FOLD SERVICE 
for Buyers 


|. Millwork from modern remanufacturing plants located 
in the heart of the Ponderosa Pine region, particularly 
packaged trim, inside door jambs, standard lineal 
mouldings, furniture dimensions and other specialty 
items. 





2. Firpine-manufactured lumber, mouldings and cut-stock from our 
lumber operation. 


3. Wholesale Service in practically everything in Western Soft- 
woods. 






Put your needs up to Firpine. 


= * OUR MOTTO: "If It's Made of Wood, We Sell It." 


Propucts COMPANY 
§25 CORBETT BUILDING-—-PORTLAND 4, OREGON 











R. A. Holmes 
C. F. Mimnaugh 

















The Crown Steel Wall Tile display board is one of the 
finest assistant salesmen you have. It shows your 
customers the Crown Tile rainbow range of colors and 
stainless steel finishes and how these colors blend into any 
decorating scheme. It shows the different Crown Tile 

sizes that give every installation a finished, 


professional appearance. 


The display board, of course, is just one of Crown 
Tile sellings helps. Among others, there's Crown Tile's 
exclusive bonded guarantee that assures your customers 


that thi: wall tile will not rust, chip, crack, craze or peel. 


And the biggest help of all is the product itself, for 


Crown Tile's beauty and durability meet and surpass 
the mos? 





use this convenient coupon 


Send me more information on BONDED 
CROWN STEEL WALL TILE and your program 
for CROWN dealers. 


critical requirements. 


Crown Tile carries its share of many dealers’ selling loads. 


It can do the same for you. 
name 








Lakes 








OF 10 CAN & CROWN CO. Ino: Ries 
MASSILLON, OHIO M PLTIITIIIL LLL ee. 
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clude: exclusive two-point spring 
adjustment for perfect door bal- 
ance; adjustable brakes which pre- 
vent door slamming; track support 
assembly which properly spaces 
tracks to prevent door binding, 
locates door brakes with their 
easy adjustment. Offset, rabbeted 
joints seal out weather. Tapered 
vertical track, in closing, forces 
door against jamb for weather- 
tight seal . . in opening, takes 
door away from jamb for free- 
running operation. The new door is 
available for residential garage 
openings 8’ wide x 7’ high, and 
9’ wide x 7’ high. Write Frantz 
Manufacturing Company, Dept. 
AL, Sterling, II. 


Solar Air-Flo Windows 
Offer Draftless Ventilation 


The new Solar Air-Flo v ndow 
unit of modular design, is said to 
offer maximum visibility plus a 
minimum amount of infiltration or 
heat loss. Louvered sections are 
placed at top, bottom or sides of 
stationary window pane, according 
to design requirements. The com- 
plete unit is shipped assembled 
and ready to install with all ex- 


terior trim furnished by the manu- 
facturer. The unit can be installed 
on the job in a single opening, 
without any precision work or spe- 
cial tools, in frame or masonry 
walls or wall construction combin- 
ing both. Stock sizes permit adap- 
tation to a wide variety of window 
types. Rustproof screens, a built- 
in feature, are concealed in the 
air-flo section and may be re- 
moved from the inside for cleaning. 
The unit is completely weather- 
stripped, so that when adjustable, 
insulated ventilator door is closed, 
it is snug and repellent to cold, 
rain and snow. When opened at 
desired angle, it acts as a baffle 
in directing the flow of fresh air 
so as to prevent drafts, permitting 
continuous free circulation over the 
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Straight 
In One Car om, 
HEMLOCK 
BEVEL and 
BUNGALOW 
SIDING 
END-MATCHED 


CEILING 
FLOORING 
SIDING 


anced. 


3 MODERN MILLS 
TO SERVE YOU 


cars for 
Mixed car service to keep your stocks bal- 
You and your customers will be 
pleased with the quality of Willamette 
Valley well-manufactured, kiln dried lum- 
ber, graded according to West Coast Lum- 
ber Bureau Grades. 


Be sure to include some of our Superior 
Quality Hi-Hemlock Kiln Dried Dimension 
and cost-cutting End-Matched stock. 
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straight car buyers. 


entire room. Solar areas are glaz 
with single, double or triple ply 
as desired. Solar Air-Flo windoy 
will be on display in booth 1) 
Stevens Hotel, Chicago, Februapy 
19-23. Write Solar Air-Flo, Iy. 
Dept. AL, Elkhart, Ind. 


‘Perfection of Pittco Floor Hing 


Widens Use of All-Glass Doors 
The improved Pittco Checking 
Floor Hinge, for use with all-glay 
doors, has been instrumental in th 
rapidly widening popularity of tem. 
pered glass doors for all types ¢ 
entrances, according to officials ¢ 
the Pittsburgh Plate Glass Con. 
pany. The new _precision-engi. 
neered Pittco assembly needs litt 
or no attention. For example, th 
Shamrock Hotel, Houston, Tex., has 
a battery of 40 Herculite doors ip 
stalled with Pittco Hinges. Sine 
its opening not a single adjus- 
ment has been necessary. Parii- 
ally responsible for tne outstanding 
record of Pittco Hinges is the ney 
Pittco Hinge Setter which make 
possible the precision leveling ani 
aligning of hinges almost instantly, 
The Pittco Checking Floor Hinge 
is furnished with a drop-forged 
case and cover. All bearings ar 
anti-friction, precision ground, 
Pittco Hinges are now being used 
on Herculite doors in retail stores, 
churches, schools, theaters, railroad 
stations, airports and public build 
ings of all types. Write Pittsburgh 
Plate Glass Company, Dept. AL 
632 Duquesne Ave., Pittsburgh, Pa 


Improved Automatic 
Draft Eliminator 

New improvements on the Nw 
GARD automatic door bottom make 
it more sturdy and longer lasting. 
Formerly, inner working parts 
were constructed of hard woods, 
but now this automatic door bot- 
tom draft eliminator is completely 
constructed of light, Alacrome 
metal which is noted for its beauty 
and resistance to rust and tarnish. 
The action of the Nu-GARD allows 
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725,000 daily production 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
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the floor when the door is 

ad the felt bottom to raise 
ver rugs, carpets, etc., when the 
hoor is opened. Furnished in 32”, 
bg”, 42” and 48” lengths, it is con- 
tructed to be used on either right 
br left doors. If the door is not 
nf standard size, Nu-GARD can be 
hortened two-inches. Installation 
an be achieved simply and easily 
y anyone. Write Macklanburg- 
Duncan Company, Dept. AL, Okla- 
homa City 1, Okla. 


act with 
losed, a 


Fenestra Steel Cellular Panels 
Speed Construction 


A strong sub-floor and an impor- 
tant part of the heating system are 
installed simultaneously in the 1950 
Detroit Builders’ Show Ideal Home, 
through the use of Fenestra steel 
cellular panels. Use of these floor 


panels permits easier and faster 
construction of sub-flooring, and 
the panel cells serve as ducts for 
hot air distribution and cold air re- 
turn. In the Detroit Ideal Home, 
concrete will be laid over the steel 
panels to provide a solid floor that 
is fire, vermin, and squeak-proof. 
Heat passing into the panel cells is 
radiated through the floor and also 


MOTO-TRUCS PAY OFF:- 


MOTORIZED 
BATTERY 
OPERATED 


Telescopic Hr-Llift 


WALKIE TRUC 


Moto-Truc Telescopic Hi- 
Lift Trucks have four- 
wheel load support, and 
Patented Articulating 
Hinged Spring Unit which 
holds drive wheel down 
on floor for better traction. 
Moto-Trucs are safe. The 
brake is applied in the 
raised or lowered position 
of steering handle. 


WRITE FOR BULLETIN NO. 49 


MOTO-TRUCS REDUCE 
MATERIALS HANDLING 
COST AND OPERATE 
IN SMALLER SPACES. 


PHOTO (A)—Palletizing and han- 
dling loads of 2,500 pounds, 128 
pieces, 80” high stacking, by 
pushing a button and turning the 
wrist on easy grip roller type 
handle of the Hi-Lift Telescopic 
Moto-Truc. 


PHOTO (B) — Insulation board 
handled from loading dock to 
storage pile by one man at amaz- 
ingly low cost. 


MOTO-TRUCS TURN IN SMALLER 
RADIUS, permitting reduction in 
aisle space and allowing more 
space for storage. 


MOTO-TRUCS ARE EASY TO 
OPERATE. Their easy grip roller 
type handle gives two speeds 
forward and two speeds reverse 
by a turn of the wrist. Push but- 
tons in the ends of handle oper- 
ate hydraulic lift. 
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it of registers at the base- 
Efficient use of fuel is 
, aS well as more comfort- 
iving conditions in cold 
Panels can be laid from 
) beam, eliminating joists, 
special interlocking feature 
he panels as they are laid. 
nd wire can be enclosed in 
el cells. Write Detroit Steel 
ts Co., Dept. AL, 2250 E. 
Blvd., Detroit 11, Mich. 
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1953 E. 59th Street 
CLEVELAND 3, OHIO. 
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Full Power for Floor Sanders 
With New Voltage Booster 


A new voltage booster is designed 
to correct low voltage conditions 
for users of floor sanding ma- 
chines, radial arm saws and other 
portable equipment up to 5 H.P. 
For example, where power at the 
meter or long leadins indicate only 
95, 105, 115, or 208 volts, all that 
is necessary is to insert the leadin 
plug into the socket so marked and 
connect the machines to the female 
(outlet) socket marked 115 or 230. 
By the use of this voltage trans- 
former the low voltage is boosted 
to a full 115 or 230 volts so the 
machine runs cooler and more effi- 
ciently. Furthermore, it is not nec- 








essary to make a special hookup for 
either of the voltages. The two 
plugs, one indicating 115 and the 
other 230 volts, are readily avail- 
able to match the voltage of the 
motor. Write American Floor Sur- 
facing Machine Co., Dept. AL, 
521 So. Clair St., Toledo, Ohio. 


may be repainted with ordinay 
household paint. The siding yj 
also be supplied as hitherto wij 
zinc chromate primer for thoy 
wishing to finish their homes j 
other colors than white, cream ay 
gray. Write Kaiser Aluminum 
Chemical Sales, Inc., Dept. AL 
1924 Broadway, Oakland 12, Calif 


All-Plastic Display Mount . 
A new functional, streamling 


lockset mount, said to be the fir 
all-plastic display mount of it 





Aluminum Clapboard Siding 
Will Be Pre-painted 


Kaiser Aluminum clapboard sid- 
ing will be pre-painted in three 
colors with an especially formu- 
lated long-lasting paint. This 
newly improved siding now is 
available in white, cream, and 
gray Dulux, a DuPont paint prod- 
uct applied by automatic spraying 
and baking that ensures even, semi- 
gloss finish and great durability. 
Dulux finish resists marring during 
installation on a house, but may be 
touched up if necessary by a spe- 
cial touch-up paint that may be 
applied by spray or brush. Finish 
of the Kaiser siding, which has a 
slightly concave surface giving 
tension-tight weatherproof appli- 
cation, will last for many years, 
according to Kaiser Aluminum en- 
gineers. If desired, however, it 
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Aerial view of busy Thompson Falls Lumber Co. at Thompson Falls, Montana 


PACK RIVER SALES 


Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 





KILN 
DRIED 





IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


% MOULDINGS 

3k FRAMES 

% CUT STOCK 

% CUT-TO-LENGTH 
TRIMS 


— Sales Office — 


449 Peyton Building 
P. O. Box 1290 
Telephone MAdison 0121 


SPOKANE, WASHINGTON 
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Expert window engineering and 
the most modern metal window 
fabricating equipment are co- 
ordinated in the production of 
these fine, sparkling aluminum 
windows. 


That's why even the most modest, 
low cost home can have windows 
that are built for the most lux- 
urious. 


Erection is simple, too, and costs 
much less than for most other 
types of windows. 


PROMPT DELIVERY 


Send for full size erection details and "Thorn 
Products for the Home". 


ALUMINUM WINDOWS 


J.S. THORN CO. 


PHILADELPHIA 32 PENNA. 
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NO OTHER GARAGE DOOR HAS 
THE SALES FEATURE OF THE 
ESSENTIAL krce-action DOOR 


@ It stays within the building all the way up. 

@ It’s safe—opens easily with no stooping or tugging. 

@ It clears all makes of cars. Only 1 inch headroom re- 
quired. 

@ It’s equipped with adjustable weather stripping. 

@ It's easily installed and gives trouble-free service. 


@ All hardware is engineered and built of metal to last a 
lifetime. 


Sell the door that sells itself—the Essential knee-action 
Door. It has sales features no other door can offer. With 
no kick-out at the bottom, the Essential Door can be 
used anywhere—next to streets or alleys because the 
door stays completely inside the building. The original 
and exclusive knee-action feature makes opening and 
closing easy—and safe. Expertly engineered and built 
—-Essential doors are sold on a money-back guarantee! 
You can’t sell a finer door! 


WRITE FOR FULL INFORMATION 








ZG 


KNEE ACTION 


Zr arent PENDING 


| ESSENTIAL PRODUCTS CORP. 


. 1127 Madison St. Little Chute, Wis. 























kind, has been introduced by Kwik- 
set Locks, Inc. Molded in one piece 
of Bakelite in mottled walnut, it 
weighs but 12 ounces and needs no 
drilling to affix Kwikset Locks for 
display purposes. The Bakelite 
mount is easy to clean, pleasing in 
design, and requires no painting. 
It will at all times be a neat fixture 
on store counters and in display 
cases. The new mount also has the 
advantage of materially reducing 
assembly time because all neces- 
sary holes have been made a part 
of the mold. Write Kwikset Locks, 
Inc., Dept. AL, Anaheim, Calif. 


Raynor Raised Panel 
Garage Doors 


Some types of homes are espe- 
cially enhanced by using the Ray- 
nor shield design which has the 
touch of the old English styling. 
The circle within a circle design 
for a simple and attractive design 
is especially adapted to homes of 
colonial architecture. Raynor mod- 





ern designed panels of various pat- 
terns are just right for the modern 


type home. Then there is the fleur- 
de-lis, four-leaf clover, sailboat and 
many other novel designs. The 
home owner may even create his 
own design for the panels to be 
used in his Raynor Raised Panel 
Door, and the factory will construct 
it. The door comes in one-car and 
two-car standard residential door 
sizes ranging from 8’ wide to 16’ 
wide or can be constructed in any 
odd size to fit any garage door 
opening. Raynor doors are sec- 
tional doors, residential models 
having four sections. This type of 
door moves up overhead when open. 
In Raised Panel doors the panels 
are made of beautiful grained 
white pine and are raised 11 /16” 
thickness. Figured panels may be 
used throughout or may be com- 
bined with plain raised panels to 
create various panels. Write Ray- 
nor Manufacturing Company, Dept. 
AL, Dixon, IIl. 
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Nationwide Contest Sparks 
Du Pont's 1950 Promotion for 
Nylon Paint Brushes 


A nationwide contest for retail- 
ers in the paint and paint brush 
field will be conducted in 1950 as 
part of an overall advertising and 
promotion plan to increase the dis- 
tribution and sales of paint brushes 
made with nylon bristles, it was 
announced by the Du Pont Com- 
pany. Entry blanks for this contest 
are part of a leaflet which paint 
brush manufacturers are inserting 
in each box of nylon paint brushes. 
The leaflets, written in a direct 
question and answer form, include 
information about performance 
characteristics of “nylon.” The con- 
test consists of six true or false 
questions and the familiar 25 
words or less statement, “I sell 
my customers Nylon Paint Brushes 
because .. .”. Along with a $250 
cash first prize, 50 other prizes 
will be awarded. Write Du Pont 
Nylon Contest, Dept. AL, P.O. 
Box 960, New York 46, N. Y. 


GMC Announces Changes 
in 1950 Truck Line 


GMC in 1950 will feature stepped 
up horsepower in its light and me- 
dium duty engines together with a 
number of cab, engine and chassis 
advancements. New model series 
will be introduced in the 11%4 and 
2%-ton ranges and two new six- 
wheeler series in the 24,000-32,000 
gross vehicle weight range. There 
will be two new, lighter Diesel trac- 
tor series of 45,000 and 55,000 
pounds combination weights, as 
well as light weight options in the 
big 900 Diesel series. Leading the 
parade of new model series is the 
280 series with a gross vehicle 
weight of 11,000 pounds. With the 
GVW of GMC’s 300 series in- 
creased to 14,000 pounds, this new 
series will provide an expanded se- 
lection of models in the 114-ton 
range. To increase the selection 
of models in the 2%-ton range, 
GMC will introduce a new 470 
series with a gross vehicle weight 
rating of 20,000 pounds and a gross 
combination weight rating of 37,- 
000 pounds. The company will ex- 
tend the advantages of dual drive 
design to the middle weight range 
of models with the introduction of 


two new six-wheeler series, the . 


HCW-400 and HCW-620. Of in- 
terest to many heavy duty haulers 
will be two new GMC Diesel truck- 
tractor series which will bring the 
power of the 2-cycle, four-cylinder 
GM Diesel engine into the lighter 
models of the heavy duty range. 
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Designated as the HDCR-640 ani 
650, these weight-saving Diese. 
powered tractors will have GCV 





ratings of 45,000 and _ 55,00) 
pounds, respectively. In GMC’s big 
six-cylinder 900 series Diesels 


there will be new, lighter unit: 
made possible by many weight-sar- 
ing equipment options. Write GM 
Truck & Coach Division, Dept. AL 
General Motors Corp., Pontias, 
Mich. 


Yale & Towne Adds 
Straddle-Type Worksaver 


The Yale & Towne Manufactur- 
ing Company, Philadelphia Divi 
sion, announces a new additia 
to its Worksaver line of “walkies.” 
This new Worksaver, a Straddle 
type Electric fork-truck model, has 
power travel and will lift and tier 
pallet loads weighing up to 4,00 
lbs. Heavy bar-steel frame mem- 
bers, equipped with tandem load 
wheels, sustain these heavy loads 
without deflection. While originally 
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Modern Plant for Quality Lumber 
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White River employs up-to-date, modern facilities and methods in its production of 
quality lumber. And behind this plant—on the slopes of the Cascades—are the tim- 
berlands which White River operates on a sustained yield basis. 


Let this modern White River plant supply your needs in Douglas Fir and West Coast 
Hemlock. You can depend on White River. Since 1896 this name has stood for lum- 
ber satisfaction. 


WHITE RIVER LUMBER wsasnincron 


Branch of Weyerhaeuser Timber Company 
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DOUGLAS FIR 
PLYWOOD 


Douglas Fir 
Doors 


Pine Doors 
Pine Plywood 
Flush Doors 
Frame Stock 


Mouldings 
— . market 
reciation - e 
PPT at tariff knowles 
reig INDUSTRIAL 

PLYWOOD MFG’D 
TO CUSTOMER 

in\ ao _ SPECIFICATION 


<9 PACIFIC MUTUAL DOOR CO. 


\ TACOMA BUILDING ¢ TACOMA 2, WASHINGTON 
MILLS—OREGON, WASHINGTON, CALIFORNIA 
WAREHOUSES FIVE PRINCIPAL CITIES 


Garwood, N. J. @ Baltimore 31, Md. @ Chicago 8, Ill. @ Kansas City 3, 
Kansas @ St. Paul 4, Minn. 
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designed for use with wing-type 
pallets, this new Worksaver truck 
can also be equipped with perma- 
nent or removable steel plate plat- 
form and remote hoist control for 
use as a power-travel, portable ele- 
vator or stacker. The Worksaver 
Straddle-type fork truck is avail- 
able in 3,000 and 4,000 lb. capaci- 
ties in two models. Bulletin P-1180, 
which gives additional illustrations, 
line drawings, and specifications, 
can be obtained by writing to The 
Yale & Towne Manufacturing Co., 
Dept. AL, Philadelphia 15, Pa. 


Fremont Markets New Adhesive 


The Fremont Rubber Company 
announces the development of a 
new adhesive with waterproof 
properties ideally suited for rub- 
ber tile, vinyl plastic cove base 
and sink topping applications. It is 
available now to dealers and dis- 
tributors, and will be shipped in 
quart, gallon and five-gallon sizes. 
Designed to help installers mini- 
mize adhesive failures, the new 
compound spreads easily without 
balling, yet gives a strong, firm 
bond. Tile may be set up to 30 
minutes after applying, depending 
on climatic conditions and the por- 
osity of the sub-floor. Floors can 


be walked on a few hours after 
laying. Adhesive’ reaches _ full 
strength in four days. Write The 
Fremont Rubber Company, Dept. 
AL, 165 McPherson Highway, 
Fremont, Ohio. 


Grain of Natural Wood Repro- 
duced on Curtis Prespine Door 
Panels 


A new and exclusive process 
which reproduces the natural grain 
of Ponderosa Pine on Prespine pan- 
els—used in doors and other wood- 
work — is announced by Curtis 
Companies Incorporated. Curtis 
Prespine, made of finely divided 
wood, is in itself resistant to 
warping, shrinking and swelling. 
It also is resistant to heavy im- 
pact blows, will not mar, dent or 
scratch readily, and provides an 
ideal bond for paint, stain, or any 
desired finish. The new grain fig- 
ure heightens the appeal of Pres- 
pine, the makers say, because it 
adds exceptional beauty where nat- 
ural finish doors are preferred. 
The grain is an exact reproduc- 
tion of the natural grain of Pon- 
derosa Pine. The surface of the 
Prespine panels may be lightly 
sanded before finishing, if neces- 
sary. Prespine can be _ painted, 
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SOUTHERN 
PINE and 


MIXED CARS 


HARDWOODS 


A SPECIALTY 


ANGELINA COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 





January 28, 1950, AMERICAN LUMBERMAN & 


















shellacked, 
quered, varnished, 
the finishing can be done either 


stained, waxed, | lac- 


enameled, and 






by skilled or semi-skilled labor. 
Because of the nature of Pres 
pine, there can be no grain raising 
with consequent checking or blis- 
tering of the finish. Curtis tests 
show that the grain figure is 
fadeproof and lightproof. When 
finished, it withstands rain, snow, 
excessive humidity or _ shar 
changes in temperature. The fin- 
ished panels can easily be cleaned 
or washed. Prespine is available 
in practically all Curtis flat pane 


















door models, including interior, 
exterior and garage designs. 
Write )Curtis Companies, Incor- 


porated, Dept. AL, Clinton, Iowa. 





New Color and Pattern 
Combinations in Marlite Line 


Changes and improvements of 
colors in the Marlite line of plastic- 
fnished wall and ceiling panels 
have just been announced. In the 
Velvetex Marlite finishes (semi- 
gloss): The Eggshell Horizontaline 
Pattern is now supplied with 4 
White Score line in place of Gray 
Score. A new Light Yellow with 
White Score has also been added 
to the Horizontaline Pattern. In 
the Tile-Patterns, two new Snow 
White panels are now available— 
one with a Red Score, the other 
with a White Score. In the Egg- 
shell color of the Tile-Pattern 
group, a White Score line now re- 
places the former Gray Score line. 
In the Deluxe Marlite finishes 
(high gloss): Buff has been 
dropped from the Plain-Color Pat- 
terns. In the Horizontaline Pat- 
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A With Us... 


ate Personal Service 
@ Starts 
In the Woods 








Falling timber in rough country requires skill to you. The high quality products you receive 
and experience. Those same qualities follow is the result of personal service by each of 
the products of the log through all our dif- our employees. 

ferent manufacturing processes on their way 


TARTER, WEBSTER & JOHNSON, INC. 





No. 1 Montgomery Street P. O. Box 1731 
SAN FRANCISCO 4, CALIFORNIA STOCKTON, CALIFORNIA 
Telex: SF 345 Telex: SK 2 
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SUPERIOR LUMBER N EW! errr " | 


WINTER 





Glazing channel and 
refrigeration type 


FROM “TEAMWORK” METHODS AND ven 
THE FINEST MACHINERY MADE saiaiael 

















PANES 


THE MODERN 
STORM SASH 





Finer lumber is the result of excellent timber stands, 
plus correct production methods by people who know 
how, plus the latest, most modern machinery. All 
three are combined here to make "Superior Dargan 
Lumber". 






































* ee ” @ FOR USE ON DOUBLE 
@ FLOORING HUNG SASH — STEEL 
AND WOOD CASE- 
@ CEILING ale 
@ BOARDS Fiat head or 
@ SIDING mu wets, @ STOP HEAT LOSS 
Steste or double SS sal PRE OS 
, _ a VENT FROSTING 
{ SUPERIOR ‘ ‘ 
C=) Tiutta:oS@ES" sy (Sy Bg? © AND CONDENSATION 
fective and economical job of 
insulating homes. Your customers 
i ae ; ; KEEP OUT HEAT 
VRITE Box 406-C for fr as 
strated literature. In-  Dayswa's_SteonRong Planer | FER-RANES olen them.” == IN THE SUMMER 
juiries are welcome. installation in the East 


WRITE TODAY FOR CATALOG AND SAMPLES 


D<RGAN LUMBER MANUFACTURING COMPANY) Bees sNeErESesnsserretrTertrn tart) 


(FORMERLY INGRAM—DARGAN LUMBER CO.) 
_Sang Mill + Dry Kilns + Planing Mill CONWAY, S. C. 4508 5. Western Ave Chicago, III 






































terns, the Cream color score line 
has been changed from Gray to 
White. In the Tile-Pattern group, 
two new additions appear—White 
with a White Score line, and White 
with a Red Score line, and the 
Score of the Cream has _ been 
changed from Gray to White. Ad- 
ditions and changes of the colors 
and score lines came as a result 
of surveys showing customer pref- 
erences. The range of Marlite col- 
or and pattern combinations now 
include 51 in all. Write Marsh 
Wall Products, Inc., Dept. AL, 
Subsidiary of Masonite Corpora- 
tion, Dover, Ohio. 


Steel Sliding Closet Door, 
a Completely Packaged Unit 
The Spacemaker, a steel sliding 
closet door, is Steelcraft’s newest 
building product. This door is a 
completely packaged unit consist- 
ing of two flush type steel doors 
operated on ball bearing rollers 
within a steel door frame. The 
unit is shipped ready for immedi- 
ate installation. The doors, how- 


ever, may be purchased separately 
for use in wood frame openings. Of 
durable, all-welded steel construc- 
tion, combined with noise-free op- 









eration, this Steelcraft steel sliding 
door unit is ideal for all types of 
home construction. Old fashioned 
space wasting closets are abolished 
and rooms are made roomier with- 
out actually increasing room di- 
mensions. Finished in a special 
prime coat of baked on paint, the 
Spacemaker may be easily painted 
on the job in any color. Write the 
Steelcraft Manufacturing Com- 
pany, Dept. AL, Rossmoyne, Ohio. 





Youngstown Features New 
Cabinets in 1950 Line 


Four new steel cabinets are fea- 


tured in the 1950 Youngstown 
Kitchen line. Two are open shelf 
base units, one with quarter-round 
shelves and the other with half- 
round shelves. The quarter-round 
cabinet is designed to fit against 
the end of a row of base cabinets 
in the manner of a what-not-shelf, 
while the half-round cabinet, shown 
here, can be used at the end of a 
breakfast bar or against the side 
of a base cabinet. Another new 
cabinet, the Rotary Base Corner 
Cabinet with three revolving 
shelves each 22” in diameter, is de- 
signed to use the space usually 
wasted in the corner of an L-shape 
or U-shape kitchen. The fourth 
cabinet, designed primarily for the 








farm market, is an 18” base cabi- 
net with a 50 pound capacity metal 
flour bin built into the storage 


compartment. There are ten new 
colors and color patterns in a new 
material for counter work surfaces, 
The material is called Cusheen and 
Youngstown base cabinet tops will 
be available to homemakers in 
black, marbelle black, green and 
marbelle green, blue and marbelle 
blue, Chinese red and marbelle red, 
marbelle yellow and stone. Cusheen, 
which replaces linoleum as cabinet 
top covering in the Youngstown 
line of steel kitchen equipment, is 
a vinyl plastic material made in 
five cross-grained layers, bonded 
into a tough, resilient sheet under 
pressure and high heat. Write Mul- 
lins Manufacturing Corporation, 
Dept. AL, Warren, Ohio. 


Resin and Rubber 
Adhesive 


Ohio Adhesives Corporation has 
just completed the construction of 
its new adhesive plant. This fac- 
tory manufactures resin and rub- 
ber adhesive for the building, in- 
dustrial, and automotive, trade. 
Quotations are available upon re- 
quest for private label distribution. 
For further information write: 


Ohio Adhesives Corporation, Dept. 
AL, Box 482, New Philadelphia, 
Ohio. 




































































SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


_*Member of the Western Pine Associa- 
tion, Portland, Oregon. 











CF, saa Fe Woodoeh 





1604 Graybar Bldg. 
Lexington 2-9117 


SHEVLIN-McCLOUD LUMBER COMPANY 


[Successors to Shevlin Pine Sales Company] 


DISTRIBUTORS OF 


SHEVLIN VINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 





1863 LaSalle-Wacker Bldg. 
Telephone CEntral 6-9182 





SAN FRANCISCO 
1030 Monadnock Bldg. 





Exbrook 2-7041 
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Patented Baffle 
and Drip Cap 
keeps out snow 
and rain 










PATENTED FEATURES ... 
BOOST YOUR LOUVER SALES 


SLANT ROOF LOUVER 

... in GALVANIZED STEEL, 

ALUMINUM, or 16-0Z. COPPER 

Fits any pitch roof—guaranteed weather tight— 
easily installed. Patented Features include flashing 
below screened opening and DEEP baffle to stop rain, 
snow. 2 sizes: 60” or 30” air openings. 
FLUSH FLANGE WALL LOUVER 

. . « in ALUMINUM with ALUM. 
SCREEN . . . GALVANIZED- STEEL irte ‘ . 

with GALV. SCREEN. Nedirt-catch- \y — 


Substantial 

pitch assures 

drainage 
off top. 












Adaptable to frame, brick, or veneer ing pockets 
walls . . . easily installed . . . front . f 
edges of louver vanes flush with frame. at sidewalls f 


14 sizes: 8” x 8” to 24” x 30”. 
SELF FRAMING WALL LOUVER 


». GALVANIZED STEEL with GALV. . 03. , 
SCREEN VB"’ Series | 


USED IN NEW CONSTRUCTION SELF-FRAMING > Si 
Recessed Flange seals and is attached for NEW CON- 
to sheathing. Siding butts against rigid STRUCTION 4 


t 
frame channels. Bottom has drip edge. 
5 sizes: 8” x 8” to 12” x 18”. 


Write for new, illustrated catalog and 


name of nearest distributor. Effective 


drip edge : | 
| 


LESLIE WELDING CO. ay | 
12, 0LL, <a 


2941 W. CARROLL AVE. © CHICAGO 








See It Soon...! 


Te THOMASON 
. FLUSH DOOR 


[All-Wood Throughout] 


Developed after many months of research, 
the THOMASON FLUSH DOOR is now 
available. See it in gum wood and in several 
different face veneers. Complete details 


and prices are yours for the asking. 


WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


THOMASON 
Plywood Corp. 


FAYETTEVILLE, NORTH CAROLINA 
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NORTHERN 
WHITE PINE 


NORWAY 
PINE 








RAINY LAKE LUMBER CO. Ltd. 


Sales Office 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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Geo. E. Miller Lumber Co. 
Launches Advertising Campaign 


The Geo. E. Miller Lumber Com- 
pany, Portland, Ore., is launching a 
comprehensive advertising campaign 
which includes an aggressive direct 
mail program and advertising in vari- 
ous trade magazines throughout the 
country, according to Robert G. Mil- 
ler, general manager of the firm. 

Increased demand for cargo ship- 
ments, mixed carloading, specialty 
and stop-over cars has expanded the 
markets for the Geo. E. Miller Lum- 
ber Company and has prompted their 
program for expansion, explained Mr. 
Miller. Alport Associates, Inc. of 
Portland have been appointed to han- 
dle the public relations and advertis- 
ing program. 

The firm was established in 1932 
by Geo. E. Miller, father of Robert 
G. (Bud) Miller and James E. Miller, 
present general manager and lumber 
buyer, respectively. Until 1940 the 
firm operated as a lumber wholesaler 
and then the purchase of the Cascadia 

























Yames in the News 





Lumber Company at Sweet Home, 
Ore., added manufacturing to its ex- 
panding wholesale service. 

The Geo. E. Miller Company serves 
its dealers in all corners of the coun- 
try with a complete line of western 
forest products. 


White Trucks Haul Timber 
from Jungle Forests 


In the jungles of Siam, a fleet of 
White Motor Company’s Super Power 
trucks are teaming up with those 
great beasts of burden, the elephants, 
in getting out the huge teakwood 
logs. Formerly the logs were hauled 





at elephant pace from. jungle ‘o mij, 
but today the East Asiatic Company, 
Ltd. uses the pachyderms to move the 
logs only to the clearing points where 
they hoist them aboard the heavy 
duty White tractor-semitrailer units, 
and away they go by motor power ty 
the mills and the markets. Harmoni. 
ous teamwork between the big ele 
phants and the heavy duty Whit. 
trucks assures maximum efficiency, 
Elephants, working in pairs, push the 
giant teakwood logs up skids onto 
the trucks, and from then on it’s me. 
chanical horsepower that does the 
work. 


Pierson Lumber Co. 
to Celebrate 100th Anniversary 


The Pierson Lumber Co., Cooper 
and Cherry Sts., Cincinnati, Ohio, wil] 
celebrate its One Hundredth Anniver. 
sary in 1950. It is one of the oldest 
lumber concerns in the Queen City, 
and was established by Daniel B. 
Pierson in 1850, the first location be- 
ing on Plum St., between Court and 
Twelfth Sts., on the old canal route. 
The company recently acquired prop- 
erty on Colerain Ave. Present offi- 
cers are: President Jack Harper 
Thronell; Vice-president and Seere- 
tary Lewis J. Henshaw, and Treasurer 
Clarence R. Runk. A big celebration 
is being planned for the company’s 
employes. 

























































WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 
only with the larger machines. 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
highest quality work. Big enough to meet all the 
requirements of retail lumber companies and many 
wood-working establishments. Capacities: 24” x 8” to 
30” x 8”. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 


A husky producer 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 





@ Dimension 
@ Flooring 


White Oak. 


loads. 





SOUTHERN PINE 


@ Shiplap & CM 


We can mix in your selection of Southern Hardwoods 


— Elm, Ash, Beech, Red and Sap Gum, Red and 


For over 60 years Davis Brothers Lumber Company 
has been delivering top-quality Southern Pine and 
Hardwood Lumber. 


Try Davis Brothers on your next order. 
LUMBER GRADE-MARKED IF REQUESTED 
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@ Interior Trim) 
@ Mouldings 


Mixed Carloads—Mixed Truck- 





yi erving Quality buyers tor More Than 60 ors 


ANSLEY » LOUISIANA 





~"@ bisthoreLenherte 
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PONDEROSA PINE .« WHITE FIR « INCENSE CEDAR 
aur High Altitude, Soft Textured Growth 
Ry 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 











rsary 


Cooper 
110, will 
nniver- 
» oldest 
n City, 
niel B, 
‘ion be- 
rt and 
| route, 
d prop- 
nt offi- 
Harper 
Secre- 
easurer 
bration 
npany’s 





heh atneahand 
SCHUBERT 
Makes Pickets 


Picket Cutter 
at Low Cost 


Points 200 to 250 154'' to 354" width pickets per hour year after year use. 24'' high. Hand operated. 30" 
with planer-smooth finish. No sanding required. long handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature. 

Net price $47.50 f.0.b. Wilmette, Illinois. (Where state sales tax applies, add tax.) 


H.A.SCHUBERT CO. Machinists 


A 



































1210 Washington Ave. Wilmette, Illinois 

















OUT STOCKS WITH OUR MIXED CAR ASSORTMENT 


You've come to the right place if you're in the © 


market for Southern Pine yard and shed stock "SUPREME" OAK FLOORING 
mixed with the other items at the right. Southern Pine Lumber f[ SOUTHERN PINE = 
Company has been delivering the best of satisfaction to buy- oc 

0 ; HERN HARDWOODS 













ers for over sixty years—try us on YOUR next order. 


. Dependable shippers since 1890 — and for years to come. | 


SOUTHERN PINE LUMBER COMPANY 


Mills: Diboll & Pineland, Texas Sales Office: Texarkana, U. S. A. 


fcr dhtpeers slave 1990 ~~ 
- g@nd for years fo come. 
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HARDWOOD FLOORING 


SINCE 1919... 
the first and 
finest in 
finished oak 
flooring! 


| a 
PRE-FINISHED OAK 


¥g"x2" & 1Y_” and 25/32"x2%," & 1%”. Rich, gleaming twilight 


















Conveniently machine packaged in steel-strapped 
bundles. Prompt shipment on most grades. PHONE 
WILLIAMSPORT 4181, wire or write... 






tone finish is ‘‘ironed into the wood"’ on CROMAR'S exclusive sub- 
surface process. Self-leveling joint. Nail holes machine-punched. 


UNFINISHED OAK & HARD MAPLE 


25/32"x2%,", 2” & 1%”. Straight line, top quality, standard 
matched. Well manufactured from Appalachian Oak and Hard 
Maple, carefully graded. 
















THE CROMAR COMPANY 


SUSQUEHANNA Ty WILLIAMSPORT, PENNA. 
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Ernst Seidelmann Corp. Com- 
memorafes 50th Anniversary 


On January 1, 1950, the firm of 
Ernst Seidelmann Corporation com- 
memorated its 50th anniversary. The 
firm specializes in the production and 
export of American lumber and has 
branch offices and representatives in 
most of the main commercial centers 
of the world. During its period of de- 
velopment and extension, the Seidel- 
mann firm expanded its lumber busi- 
ness and developed affiliated depart- 
ments which deal in machinery, steel, 
other building materials and hard- 
ware. These various departments op- 
erate on separate floors in the firm’s 
building at 19 Murray St., New York 
7, N. Y. Harry I. Winkler, president 
of the corporation, recently celebrated 
his 25th year with the firm. 


Western Vermiculite Co. 
Purchased by Western Mineral 


L. V. Venard, president, Western 
Mineral Products Co., Minneapolis, 
processing distributors of Zonolite 
brand vermiculite insulation prod- 
ucts, announced that the company has 
expanded operations by purchasing 
the facilities of Western Vermiculite 
Co., Denver, Colo. Mr. Venard said 
that plans are being pushed to triple 
present production by installing en- 
tirely new and modern equipment 
similar to that used in the company’s 


plants at Minneapolis, Omaha, and 
Milwaukee. 

Warren Oas, Mankato, company 
representative in southern Minnesota 
for the past three years, has been 
promoted to district sales manager 
with headquarters in Denver. Ken- 
neth Kerkling, a Denver resident, will 
be superintendent of plant operations. 





Promoters of Good Will 


The Security Company of Detroit, makers 
of Weatherstrips, Security Sash and E-Z 
Screens, is sponsoring three employe 
teams this season in the Detroit Builders 
Association Bowling League. Publicity 
and good will promotion has been im- 
measurable since the “Security Weather- 
strip” team reached first place six weeks 
ago. Members of the team left to right 
are: Harry Nole, V. Van Fleet (Security 
president), Warren Griffith, Bill Cox and 
Ray Vick. 


Ornamental Iron Manufacturer 
Expanding Dealer Outlets 

With the increase in demand fo 
ornamental iron products in today’s 
building and modernizing, Arthy 
Brown, president of Artcraft Orna. 
mental Iron Co., 724 E. Hudson §, 
Columbus 11, Ohio, announces plans 
for the appointment of new dealers 
and distributors to make the “Art jp 
Iron” line more readily available ty 
builders and contractors. 

So that builders can have them for 
immediate use, it is planned for deal. 
ers to carry standard items in stock 
such as stoop railings, porch ¢o- 
umns, hand rails, mail box standards, 
screen door grilles, porch brackets 
and chimney and home initials. Ar. 
rangements will be made whereby 
builders may send in specifications 
and plans for custom work through 
their dealer. 

Mr. Brown assures dealers. that 
Arteraft will maintain high standards 
of quality, workmanship and con. 
petitive prices. 


Lumbermen's Club Organized 
by Pennsylvania Group 


A group of Pennsylvania Northem 
Tier Saw Mill men and_ wholesale 
lumbermen recently met at the Pem 
Wells Hotel in Wellsboro, Pa., for the 
purpose of organizing a Lumbermen’s 
Club. Guests included G. A. Potter, 





90 0,000 a neaions— 


ON 
FLOORING 


2nd and 3rd Grade 


MAPLE FLOORING 


This Diamond Hard Second and Third maple 
flooring will meet your customers’ 
durable, economical flooring. Ideal for the low 
cost housing market as well as in warehouses, 


needs for 





storerooms, etc. Standard manufacture. 


Write, wire or phone 


J. W. WELLS. LUMBER CO, 


Menominee, Michigan 


T HAT'S how many feet of pine and 
hardwoods W. T. Smith dries annually in 
its own modern kilns. This means ample 
stocks of all kinds and all grades of 
properly-seasoned lumber are kept on 
hand at all times. It is one of many 
reasons why more retailers and indus- 
tries look to W. T. Smith as a permanent, 
quickly available source of lumber in 
yard and shed sizes, oak flooring and 
hardwoods. 





YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. .. Log stop and Loader . . . Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 
for catalog and ‘Power House’. 


Mixed Car Service Special Dimensions 


Selective Cutting Assures Permanent Supply 


Y alle TLL 


UR 6Sth YEAR MACHINERY 


MANUFACTUR PERMANENT SOl 


i; alec Ti CUMBER CO. 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 
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Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 


We can ship straight cars of one length or any specified lengths 
you want. Boards and small timbers of course. Also precision 
trimmed Studs cut to exact length. 

Let us know your needed items. 


TIGARD e fe) ijeje) 
Telephones — Portland Line CH. 3330 or Tigard 2301 





D. M. McCuintock Lumber Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 











ELIMINATE SPLIT SIDING 


By Using Kokomo Korners 











Corners for bevel wood siding 
made of aluminum—can't rust, rot 
or deteriorate. So constructed as 
to eliminate splitting of siding. 
Two small nails are furnished with 
each corner and holes provided to 
fasten bottom by nailing through 
base of corner into lower edge of 
siding board. Top nails are con- 
cealed by next course of siding. 
Available for 6", 8" and 10" 
siding. 


BUGHER MANUFACTURING CO. 








211 South Main Street, Kokomo, Ind. 





INDEPENDENCE LUMBER & Mec. Co. 


Independence, Oregon 


Telephone: Independence 42 Teletype: Independence 370 
Mills at Independence and Arell, Oregon 


DAILY CAPACITY 300,000 FEET 


DOUGLAS FIR 


Quality Stock @ Double End Trimmed 
Eased Edge Dimension 


KILN DRIED UPPERS AND COMMONS 


MEMBER WEST COAST LUMBERMEN'S ASS'N 





we 








Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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OZARK jj 


1927 == BRAND -= /950 
OAK FLOORING 





Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
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and Mr. Swartzbaugh of the National 
Hardwood Lumber Association who 
gave a very interesting talk on saw- 
ing lumber to produce the _ best 
grades. 

The wholesale lumbermen and some 
of the mill operators agreed to spon- 
sor four schools of instruction of one 
week each for sawmill operators and 
some of their key men. The National 
Hardwood Lumber Association will 
send Mr. Swartzbaugh to this terri- 
tory during the month of February. 
Courses will be given at Mansfield, 
Pa., Williamsport, Pa., Coudersport, 
Pa., and DuBois, Pa., in that order. 

The next meeting of the lumbermen 
will be held at Wellsboro, Pa., Febru- 
ary 1, at which time a name for the 
organization will be chosen, and offi- 
cers will be elected. 


National Homes to Operate 
Plant in New York State 
Continuing a program of postwar 
expansion, National Homes Corp., La- 
fayette, Ind., has announced it will 
begin additional manufacturing oper- 
ations in a new plant at Horseheads, 
N. Y., near Elmira, on April 1. 
Facilities of the original plant in 
Lafayette have proved inadequate to 
meet the nation-wide demand for the 
company’s prefabricated “thrift 
home,” a house-and-lot package de- 
signed to sell at retail for less than 
$6,000, according to James R. Price, 
president of National Homes Corp. 
The company’s large fleet of trailer 


trucks will be expanded to permit de- 
livery of the thrift home from the 
New York state plant directly to the 
home owner’s site in states through- 
out the north and central east. Now 
able to promise more economical and 
efficient distribution of houses in this 
territory, National Homes expects to 
expand and strengthen the company’s 
dealer organization in the east. New 
dealers are being actively solicited, 
Mr. Price said. 


Teco Announces February 
Date for Glue Training Course 

Washington ... The Timber Engi- 
neering Company Laboratory training 
course in glue testing, scheduled for 
the week of January 16 was booked 
to the full quota. Applications for the 
next course starting the week of Feb- 
ruary 13 are now being received. 

This popular training program is 
the result of an industrial demand 
for information on quality control in 
glues. Not only of interest to plant 
personnel, the courses are attracting 
glue salesmen and plant executives 
also. They find it extremely helpful 
in broadening their knowledge of 
wood adhesives. 

The course, although dealing mainly 
with testing techniques, covers trouble 
shooting in the glue room, care and 
handling of various adhesives, the 
mixing and application, and prac- 
tically every detail likely to be en- 
countered in daily gluing practice. 
Those desiring further information 








should contact C. A. Rishell, Director 
of Research, Timber Engincering 
Company, Washington 6, D. C. 








Double Sales in 1950 






Expansion of production and plant 
facilities calls for doubling of sale 
activity, Houlder Hudgins, president 
of the Sloane-Blabon Corporation, 
Trenton, N. J., said in opening the 
company’s two-day annual sales meet. 
ing of 50 district managers and off. 
cials. 










“Our company has made a great ad. 
vance in the past year in expanding 
our plant and output,” Mr. Hudgins 
said. “While our sales have also ai. 
vanced, we must double our selling to 
keep pace with our enlarged produc. 
tion.” 










Pointing out that the company has 
developed “new tools” for increasing 
sales in 1950, Mr. Hudgins said the new 
smooth surface floor coverings inclué- 
ing “a sensational” new textured lino- 
leum product, new selling plans, and 
better promotional materials for deal- 
ers and distributors will be introduced, 















Wilbur Newman, vice-president in 
charge of sales, said Sloane-Blabon 
will. soon introduce the largest group 
of new floor coverings it has ever of- 
fered. He said all major departments 
have been working on the new devel- 
opments and plans since early this 
year. 




























SEATTLE, WASH. 





BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Bulld 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
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them in the wood. Their neoprene washer 
seals the holes against outside moisture. 


Manvilactured by 
INDEPENDENT MAIL & PACKING CO. 


ercwttte NAILS 
ROOFING HAS LONG LIFE ASSURANCE 
With SCREWTITE NAILS 


the toughest weather conditions. They make 
Aluminum roofs strong and effective against 
the roughest winds. Their screw shank holds 


CUPPLES COMPANY, sr. Louis z 





THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 





































size of this 
fine nail. 
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AUTOMATIC 


TANNEWITZ cnc: 


for Swing Saws 


SAVES : 


30 Days Free Trial 





$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
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MAKE MORE MONEY 


on Bronze, Aluminum and 
Stainless Steel Specialties 


YES . . . LOWEST POSSIBLE 
PRICES to net you attractive 
profits . . . on NEWMAN non- 
ferrous railings, gates, grilles, 
doors, entrances, tablets, letters, 
- famous for finer 
quality since 1882. 


TODAY write for folders 
FREE and complete information. 
DO IT NOW!!! 


NEWMAN BROTHERS, Inc. 


“FAMOUS FOR FINER QUALITY FOR 68 YEARS" 
Dept. A-L Cincinnati 3, O. 














SUGAR PINE 
INCENSE CEDAR 


PONDEROSA PINE 
WHITE FIR 





TRANSIT CARS IN ALL GRADES 
GIVE YOU RAPID SERVICE 





ASK FOR OUR SPECIAL OFFERS! 


H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 

















epel able Quality 





HARDWOOD FLOORING 


In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 
Satisfaction that will bring you 

Pp ecan back for more. 


ash * 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 






































a a ee a Hardwood & Yellow Pine Lumber 
SHOPS SELECTS COMMONS SELMA, ALA. and JACKSON, TENN. 
Glued Stock Cut Stock Patterns "7 a ee ee 
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.. Specialists in Oak 5 
> ing. General wholesal- ~~} 3 
<= ers of all lumber items. =~... 
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Contact us on your 
needs. =F 





JAH. E. WEBSTER LUMBERCO., "3," ©7098 






































Every Yard Should Have an 
American Car Door Roller 


ice 


_— Pays for itself in one lumber shipment. Adjustable 
© fit openings 5 to 6 ft. wide: double extension roller for 
docr 5 to 8 ft. wide. 


_ be furnished with wood or steel beam. “American” 
°sging Tools and Appliances best on the market. 


Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 


Best and cheapes 
helper for boodine aed 
unloading lumber, 
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‘LDING Propucts MERCHANDISER 


Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 










The Ralph L. 


SMITH. 


Lumber Company 







1635 Dierks Building Can 


Phone: Victor 4143 Kg » 

Kansas City 6, Missouri > Cs 

PLEASE DIRECT ALL INQUIRIES Y, Ay 
TO ANDERSON, CALIFORNIA Sociwy 

Sawmills: Canby, Calif., and Anderson, Calif. 


Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 












@ VENETIAN BLIND—SLATS, 
_ RAIL & FASCIA 
@ MOULDINGS—ST’D & SPEC. 
@ FURNITURE DIMENSION 
@ GLUED-UP STOCK 
@ COMMERCIAL KILN DRYING 
@ CUT STOCK 
@ READY-TO-ASSEMBLE 
WOOD 





= SPECIALIZE IN BASS. 
pan one PONDEROSA 

3 R NORTHERN 
HARDWOopDs AVAILABLE. 








WOODWAY quality, 
means 

Extra Profits 

for YOU 





“The Good Way to Ruy 


4 RODIN 





















Joe Comfort Nez 











COMPARE 


the 7 PLUS VALUES 


of United States Mineral Wool 


e@ FIRE RESISTANT @ ECONOMICAL 
@ MOISTURE PROOF e INSURED 
e@ INDESTRUCTIBLE 
e 75 YRS. A LEADER 
@ VERMIN REPELLENT 


BATTS @ POURING WOOL 
BLANKETS @ LOOSE WOOL 


UNITED STATES MINERAL WOOL COMPANY 
South Milwaukee, Wis. Stanhope, N. J. 


wcccsces Mail Coupon Today! - ----- - 


UNITED STATES MINERAL WOOL CO. 
Dept. S-23, South Milwaukee, Wis. 

Please send me insulation literature to- 
gether with sample Batts, Pouring Wool, 
and Loose Wool. 


Ps . 


Name 
MEN -nijuincaunentixatarenieonenditectces 
 RRERSSa St Zone... .State........ 














Red Cedar Shingle Bureau 
Holds 33rd Annual Meeting 


Reports of constantly increasing’ 


demand for Certigrade red cedar 
shingles accompanied by stepped-up 
production highlighted the 33rd an- 
nual meeting of the Red Cedar 
Shingle Bureau, held in Seattle on 
December 9. 

Shingle producers from Washing- 
ton, Oregon and British Columbia at- 
tended the convention and were given 
optimistic accounts of enlarged and 
expanded markets for cedar shingles 
as well as augmented production 
which promises to establish a new 
postwar record during 1949. 

According to Bureau Secretary- 
Manager W. W. Woodbridge, the in- 
dustry’s productive capacity has been 
growing steadily since the end of 
World War II and currently is at a 
rate of approximately 7 million 
Squares annually. Factors which are 
responsible for the increased cedar 
shingle demand, Mr. Woodbridge 
stated, include a record of storm and 
wind resistance established through- 
out the middle west, acceptance for 
multi-unit housing developments by 
numerous large builders, and a tre- 
mendous increase in the use of 
shingles and processed shakes for 
sidewall construction. 

Speakers at the convention included 
M. L. Clement, director of Southern 
Building Code Congress, Birmingham, 
Ala., C. B. Sweet, president of Na- 
tional Retail Lumber Dealers Asso- 
ciation, Longview, Wash., E. L. Con- 
nor, president of Stained Shingle & 
Shake Association, Seattle, David R. 
Dean, western manager of The Coun- 
try Gentleman, San Francisco, W. C. 
Boll, managing director of Western 
Retail Lumbermens Association, Se- 





















































H 
attle, and Clyde B. Pooser, Seattle —% ca 
representing National-Americay @ Rail 
Wholesale Lumbermens Association, 9B 0 

Bureau President E. R. Seot, ™m Con 
Treasurer Virgil G. Peterson ang Mm Che 
Committee Chairmen Paul R. Smith 9 cee 
Charles Plant and R. H. Farrington §% Che 
presented reports at the meeting, Ral 

Of particular interest was Plant’ han 
disclosure that the Bureau’s member. tie 
ship roster increased by 17 mills and wel 
63 machines during 1949, and that the Mm ea 
organization’s membership, whose gen 
shingles are identified by the well. k 
known Certigrade label, currently to. sd 
tals 112 mills with 617 machines. 

Scott was re-elected president of “9 
the Bureau for 1950, and Vice-Pregi- ie 
dent W. H. McLallen also was re 
turned to office. a 
“A MOUNTAIN OF MAIL” was the apt Ch 
description of a huge pile of inquirie ade 
which made up an impressive display at of 
the 33rd annual meeting of the Red Cedar 
Shingle Bureau in Seattle on December i 
9. Over 50,000 written requests for lit sal 
erature on cedar shingles were in the me 
pile, most of them being inquiries on the Mi 
Certigrade National Home, publicized De 
nationally by the Bureau during 1949. P 
Left to right, C. B. Sweet, president of T 
the National Retail Lumber Dealers As ha 
sociation, W. C. Bell, managing director we 
of the Western Retail Lumbermens A+ 19 
sociation, W. W. Woodbridge. Bureau jo 
secretary-manager, and Virgil G. Peter th 
son, Bureau treasurer. - 
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FIRST ANNOUNCEMENT of a model home promotional program for 1950, centered 
about a quartet of attractive small residences designed by National Plan Service. ¥# 
made by the 33rd annual meeting of the Red Cedar Shingle Bureau by W. W. Woot: 
bridge, Bureau secretary-manager. Mr. Woodbridge is shown displaying the model 
home to the assembly while E. R. Scott, Bureau president, looks on at right. 
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Haroid C. Youngs, formerly of Chi- 
cago, named Manager of the 
Railroad Materials Department of 
Georgia-Pacific Plywood & Lumber 
Company, it was announced by O. R. 
Cheatham, president. Mr. Youngs suc- 
ceeds L. U. West, resigned. Mr. 
Cheatham further announced that the 
Railroad Materials Department will 
handle the sale of plywood and plas- 
tie faced plywood to the railroads, as 
well as lumber products. Mr. Youngs’ 
headquarters are in the company’s 
general office in Augusta, Ga. 


R. A. Peterson of Los Angeles, 
president of Allied Building Credits, 
Inc., nationwide finance concern serv- 
ing the building trades exclusively, 
was one of the featured speakers at 
the National Credit Conference of the 
American Banker’s Association in 
Chicago on January 23. Mr. Peterson 
addressed the meeting on the subject 
of “Housing Construction in 1950.” 


John H. Daniels was appointed 
sales promotion manager of Pol- 
mer-ik Boiled Linseed Oil Sales, J. W. 
Moore, vice-president of the Archer- 
Daniels-Midland Company announced. 
“The sales of Pol-mer-ik Boiled Oil 
have steadily increased each year and 
we contemplate a larger volume in 
1950, said Mr. Moore. Mr. Daniels 
joined A-D-M in 1946. For the past 
three years he has served as flaxseed 
buyer on the floor of the Minneapolis 
Grain Exchange. 





was 


Clymer W. Drake is now associated 
with Nahlik Lumber Company, 2700 
Brannon Ave., St. Louis, Mo. He is 
the company’s sales representative in 
portions of Missouri and Illinois. 


The Rogue Lumber Sales Company, 
Medford, Ore., has announced that all 
sales are now handled by H. G. Dow- 
son. Clyde M. Shumaker, who has 
handled the sales for that concern for 
the last year and a half, has resigned. 


Swift Berry, who has been manager 
of the Michigan-California Lumber 
Company at Camino since 1930, re- 
tired as general manager on Janu- 
ary 1, 1950, and transferred to the 
position of Forest Manager for the 
company and superintendent of the 
Camino Tree Farm. On the same date 
Assistant Manager Al T. Hildman 
was promoted to the position of gen- 
eral manager with headquarters at 
Camino. Mr. Hildman is a lumberman 
of long experience in California pine 
produ. tion; before coming to Camino 
havine been general manager of the 


Coast:l Plywood and Timber Com- 
pany at Cloverdale, Calif. Prior to 
that ic was Logging Superintendent 
for the Red River Lumber Company 
and \ssistant Manager for the Fruit 
Growe s Supply Company at West- 
wood, Calif. Before going to Clover- 
dale he was Assistant General Man- 
ager ‘or the Pickering Lumber Cor- 
porat at Standard City, Calif. In 


Buitp 


'G Propucts MERCHANDISER 


his capacity as Forester and Super- 
intendent of the Camino Tree Farm, 
Swift Berry will continue to handle 
the forest policy on company lands, 
including such matters as land acqui- 
sition, forest surveys and cruising, 
forest fire prevention, tax work, 
leases and rights of way. Other mem- 
bers of the administrative staff of the 
Michigan-California Lumber Company 
at Camino are E. E. Honeycutt, Log- 
ging Superintendent, Chas. Schleef, 
Sawmill Superintendent at Pino 
Grande, Jack Berry, Superintendent 
at Camino, Percy MeNie, Sales Man- 
ager, Hugh Schaffer, Assistant Sales 
Manager, and Don R. Hook, Office 
Manager. 





The Yard on a Triangle 
(Continued from page 32) 


yard layout. The principles given 
in the examples apply equally as 
well for the dealer who specializes 
exclusively in supplying materials 
for contractors and industries. 
They also apply to dealers of all 
sizes, large and small; the only 
variable factor being the size of 
the property and the buildings re- 
quired to warehouse the materials. 


POSITIONING OF STORES 


For those dealers, however, who 
have consumer programs, and who 
may be reorganizing their yards to 
accommodate this type of business, 
the point cannot be emphasized too 
strongly that the positioning of the 
store on the property has a tre- 
mendous bearing on its pulling 
power. 


A store should always be placed 
in the most favorable position from 
the standpoint of established traffic 
patterns. For example, a dealer 
located on two streets, one a heavily 
traveled artery, the other a side 
street, would be unwise to place his 
store on the side street. If he were 
to do so, it would be essential that 
he present an impressive and clear 
view of the store from the major 
street. 


It has been proved that people 
have definite traffic and buying 
habits. Unless a new store pre- 
sents a favorable impression, and 
is backed-up by advertising and 
other methods of good merchandis- 
ing, its chances of pulling custom- 
ers are seriously handicapped. 
Those features of store design that 
apply to the retailing of lumber 
and building products to consumers 
will be discussed later in this series. 


The next article in this series will 
be devoted to layout and arrange- 
ment of rectangular and square prop- 
erties. Be sure to read it in the next 


issue of AMERICAN LUMBERMAN. 





Wooster Products, Inc., announces 
that Warren F. Hoye, Inc., 75 Page 
Boulevard, Springfield, Mass., has 
been appointed wholesale distributor 
of the company’s Metal Moldings for 
Wallboard Material. 


D. M. “Beots” Nichols, Jr., has been 
named manager of Temple Lumber 
Company’s retail yard at 4807 Kirby 
Drive, Houston, it was announced by 
Douglas G. McNair, general manager 
of the building materials concern 
which operates 32 yards in Texas. 
Formerly assistant manager, Mr. 
Nichols succeeds Malcolm McCulloch, 
resigned. 


Adams-Rite, manufacturers of build- 
ers’ hardware in Glendale, Calif. has 
appointed L. E. Cleavinger, Denver, 
Colo., as exclusive manufacturers’ 
representative for Wyoming, Colo- 
rado and New Mexico. 


The Bailey Lumber Company, 
Laurel, Miss., formerly a partnership, 
has been converted into a corporation, 
as of December 31, 1949. There will 
be no change in personnel, manage- 
ment, or the company’s stockholders. 
J. W. Bailey, formerly general man- 
ager of the partnership, is president 
and general manager of the corpora- 
tion; J. L. Bailey is vice-president and 
manager of manufacturing opera- 
tions; Walter H. Bailey is treasurer 
and general sales manager, and F. A. 
Smallwood, secretary and office man- 
ager. 


Obituaries... 


Harry A. Hall, 79, co-founder of 
the Boston Varnish Company, Ever- 
ett, Mass. and for many years treas- 
urer and director, died January 5 in 
the Deaconess Hospital, Boston. Born 
in Shapleigh, Maine, Mr. Hall later 
moved to Malden, Mass. With James 
B. Lord, he founded the Boston Var- 
nish Company and was active in it 
for many years. Even to the last, he 
made occasional visits to the office 
and continued his keen interest in the 
activities of the company. He also 
had been active in the National Paint, 
Varnish & Lacquer Association. 


Thomas R. C. Wilson, 65, Madison, 
Wis., retired Forest Products Labora- 
tory employe and former chief of the 
Laboratory’s division of timber me- 
chanics died January 10. He collapsed 
on the train while returning from a 
business trip to Minneapolis. Mr. Wil- 
son retired from the Forest Products 
Laboratory staff on December 31, 1946 
after 36 years of distinguished work 
in the Forest Service. Since his re- 
tirement he has been engaged in con- 
sulting work for industrial concerns 
in Madison and in the Pacific North- 
west. Currently he was engaged in 
research work for the National Lum- 
ber Manufacturers’ Association of 
Washington, D. C., and the Rilco 
Laminated Products Company at Min- 
neapolis. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads tor classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
imum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c r word for each insertion. 
um charge of 35c¢ per line. 


For advertisements bearing box number count 
five extra words. There are approximate! 
5 words to a line and when less are specifi 
er used, regular line rate is charged. 
When answering box n ers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St.. Chicago 2. Ill. 


HELP WANTED 


Wanted man with hardwood inspecting and 
contacting experience with mills in the Appa- 
lachian territory. Good position with good 
salary for the right man. Give full details, 
experience and age in reply. 

Address Box W-61, American Lumberman, Inc. 




















MILLWORK estimator and draftsman, prefer 
middle aged man highly experienced. Excel- 
lent wages and working conditions if properly 
qualified. Give age, experience data and all 
other information in detail. Whelan Lumber 
Co., Inc., Topeka, Kansas. 





Millwork Man—For billing, detailing: esti- 
mating experience desirable. Prefer man 
30-40 years old but will consider all appli- 
cants. Permanent position with established 
firm. Address particulars to Stiles, Inc., 1555 
Eastern Ave., S.E., Grand Rapids 7, Mich., 
Atten.: Merton Stiles, Jr. 


WANTED 
Experienced detailer and biller, special mill- 
work plant. State age. salary expected. 
Davidson Sash & Door Co., Inc., P. O. Box 
975, Lake Charles, La. 








Wanted: One first-class yard superintendent. 
Capable of handling men and keeping costs 
down. Must know Hardwoods, Pine and 
Spruce. Address Box X-60, American Lum- 
berman, Inc. 





Wanted: One first-class sawmill superintend- 
ent. Must be qualified to take charge entire 
electrified sawmill. Address Box X-61, Ameri- 
can Lumberman. Inc. 





Wanted: One first-class planing mill man to 
take charge of planing mill, two planers, two 
resaws and double end trimmer. Address Box 
X-62, American Lumberman, Inc. 





Wanted: Assistant manager. age about 30 
years, capable of keeping books, who can 
wait on yard trade, assist in the office and 
take charge during the absence of the man- 
ager. Please state references and salary ex- 
pected. Address Box X-63, American Lumber- 
man, Inc. 
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SITUATIONS WANTED 
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EXECUTIVES—ARE YOU CONTEMPLATING A 
CHANGE? Then why trust to luck in locating 
your new position? Let us tell you about our 
service which is an economical, effective and 
confidential method of opening the door of 
opportunity with the right employer. For full 
particulars without -obligation write HINES 
EXECUTIVE SERVICE, Department ‘‘O”, 901 
Douglas Building, Chicago 4, Illinois. 





WHOLESALE LUMBER SALESMAN 
To represent large southwestern ponderosa 
Michigan. 


pine manufacturer in state of 


Largely industrial stock to offer. Excellent 
salary and commission to experienced man. 
Give full details in first letter. Your confi- 
dence respected. Address Box W-56, Ameri- 


can Lumberman, Inc. 





Wanted: Aggressive young man with retail 
lumber experience for assistant manager in a 
good lumber yard in Southeastern Wisconsin. 
Excellent opportunity for the right man. Write 
us fully regarding experience, qualifications, 
and salary expected. Address Box X-35, 
American Lumberman, Inc. 





Wanted an experienced detailer and biller 
for special mill work. Address Box X-26, 
American Lumberman, Inc. 





Well established direct mill West Coast and 
Northern Wholesaler desires live wire, reli- 
able commission connections in Michigan, Illi- 
nois, Iowa and Wisconsin. Will consider ex- 
clusive arrangement. State age and territory 
covered in confidence. Address Box X-42, 
American Lumberman, Inc. 


DISTRIBUTOR WANTED 
for territories outside Metropolitan New York 
for SEAL-PRUF waterproofing sheeting, and 
NERVA-PLAST cold setting cement. RUBBER 
& PLASTICS COMPOUND CO., INC., 20 
Rockefeller Plaza, New York 20. 





ee 





Position Wanted as manager or assistan; 
manager. 26 years experience all phases 4. 
tail lumber yard operations. Married, goog 
health and habits, thoroughly competent, G, 
anywhere. Address Box W-59, American Lum. 
berman, Inc. 









Competent retail lumber yard manager, % 
years experience all phases of lumber bug. 
ness, 44 years, married, family, desires pog. 
tion as manager of city yard of substantig 
volume or one with heavy potential volume, 
Capable of operating in a highly competitiy, 
situation. Now employed but wish to 

a change. Address Box W-54, American Lun. 
berman, Inc. 





—— 


Special Millwork man now employed and de. 
siring change. Can qualify as Producti, 
Superintendent, Detailer, Biller, estimator anj 
salesman. Thoroughly familiar with Cog 
Book ‘“‘A’’ and modern production practices 
Address Box X-34, American Lumberman, Ine, 








Mill Superintendent desires position with ma. 
ufacturer—l18 years experience in sawi 
dressing. shipping, clerical. Acquainted wih 
modern methods. Age 41. Canadian. Clem 
cut. Interested as manager or similar capac. 
ity for medium sized operation where exper- 
ence and ability count. Address Box X-4%, 
American Lumberman, Inc. 








Retail Lumberman desires change. 36 yeas 
old. 12 years experience, 4 years as manage; 
small lumber yard. Prefer to locate in Ka 
sas. Reply Box No. X-49, American Lumber 
man, Inc. 





Man with many years experience in modem 
retailing of special and stock millwork, lu. 
ber and other building materials, is seeki 
responsible position with well establi 
firm. Capable of taking full charge. Wel 
recommended for honesty and industry. East 
Coast preferred. Address Box X-50, Americas 
Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 














COUNTER SALESMAN WANTED by one of 
the most successful Retail Lumber Yards in 
Southeastern Michigan located in fine town. 
Must be steady. neat appearing and thor- 
oughly experienced in the retail lumber busi- 
ness. Knowledge of builder’s hardware and 
paint desirable. Must have ability to build 
good will with trade and get along with fel- 
low employees. Starting Salary $3900.00. Ad- 
dress Box X-44, American Lumberman, Inc. 





Wanted: Manager for Jackson portable saw- 
mill operation. sawing cottonwood in North 
Dakota. Must be capable to act as sawyer 
as well as train sawyer, supervision of log- 
ging, yarding and sale of lumber. Submit 
detailed experience in hardwoods, references, 
age and salary expected. Write Box X-45, 
American Lumberman, Inc. 





Wanted—Experienced bookkeeper. State age, 
experience and references. Retail Yard, sound 
business, good opportunity. Large town, S. 

Iowa. Write Box X-46, American Lumber- 
man, Inc. 





WANTED SALESMAN 

For Northern Illinois territory by large manu- 
facturer and wholesaler of Southern Hard- 
woods, Yellow Pine and Western Woods. 
Have had representation there for last 15 
years, until January 1, 1950. Excellent oppor- 
tunity for good lumberman and salesman. 
State age. experience and references. Ad- 
dress Box X-47, American Lumberman, Inc. 


MILLWORK SUPERINTENDENT — DETAILER- 
BILLER, SPECIAL MILLWORK FOREMAN. 
Openings exist for well qualified men to fill 
one or more of the foregoing positions in a 
special millwork plant employing approxi- 
mately forty men. Good working conditions, 
good climate, in a small University city—a 
fine town in which to live and rear your 
family. If interested give maximum informa- 
tion in initial correspondence. ATHENS 
LUMBER COMPANY, INC., Box 192, Athens, 
Georgia. 








Wanted Yard Manager 
One Man Yard—small town—must be a go- 
getter. Independent yard. Must be able to 
do all buying. selling and bookkeeping. 
Should be able to speak German. Salary 
$225.00. 10% of the net profit. Good oppor- 
tunity for right man. Long Lake Elev. & Ebr. 
Co., John Wolff & Sons, Long Lake, So. Dak. 


January 28, 1950, AMERICAN LUMBERMAN © 








SPECIALTY BUILDING SUPPLY represente 
tives to offer complete line of nationally at 
vertised—low cost—packaged aluminum door 
way canopies, shutters, awnings, orn 
iron railings, and other low cost home beaut 
fiers to building supply trade and bui 

specialty dealers. Give lines carried, tem 
tory covered and other qualifications in fit 
letter. Write Box X-4l, American Lumber 
man, Inc. 




























Large West Coast sawmill desires salaried 
representatives in Southern Michigan, Nor 
ern Indiana, Northern Illinois, lowa and We 
consin. Advise age, experience, territory co® 
ered, salary expected. Replies confidential 
Address Box X-43, American Lumberman, It 

——— 


WANTED TO BUY — 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Me 

























STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 


WANT TO SELL OR BUY 
LUMBER 


MACHINERY 
EQUIPMENT 


You'll find your best market 


an 





among American Lumber- 
man Building Products 
Merchandiser’s 22.000 


readers. 


Tke cost is low—10 cents 
er word — $6.00 per inch — 
ess for consecutive inser- 

tions. 


To reach the next issue mail 
your copy now to: 


AMERICAN LUMBERMAN 


Inc. 
139 North Clark Street 
Chicago 2, Ill. 








